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Stresses Need For 
Reform In Auto 
Claims Practices 


Lusby Tells Bar Assn. 
Radical Changes Ahead 
Unless Improvement Made 


Responsibility for improving auto- 
mobile claims practices rests upon 
both plaintiffs’ attorneys and the de- 
fense, including the insurers, R. Ne- 
well Lusby, vice-president of Amer- 
ica Fore Loyalty, told the insurance 
section of American Bar Assn. at its 
annual meeting in St. Louis. Among 
other specific recommendations he 
noted the need of: 

—Insurers making reasonable offers 
and plaintiffs’ attorneys accepting 
them. 

—Plaintiffs’ attorneys assisting de- 
fense attorneys and claims men in 
getting the facts so that substantial 
justice can be done. 

—Getting medical information, 
which is impossible in some states 
prior to trial. 

—Insurers accepting plain evidence 
of injury without medical evidence. 

—Eliminating over-treatment by 
doctors, which in many cases occurs 
because there is medical payments 
coverage. 


Warns Of Radical Change 


Unless members of the legal pro- 
fession view more seriously their 
public responsibilities, unless they de- 
vise ways and means of more promptly 
and efficiently doing substantial jus- 
tice to those who are parties to the 
tort claim processes, Mr. Lusby be- 
lieves there will be a radical change 
in the law governing their relation- 
ships. That change will ultimately in- 
ure to the benefit of neither the pro- 
fession of law nor the public, he 
declared. 

The doing of justice in any tort 
matter involves a determination of 
the facts out of which plaintiff’s in- 
jury or alleged injury arose; an ex- 
amination of the facts within the 

(CONTINUED ON PAGE 27) 


Seek 21% Hike In 
Oklahoma EC Rates 


OKLAHOMA CITY—An _ average 
increase of 21.6% in extended cover- 
age rates in Oklahoma is being sought 
in a filing by Oklahoma Inspection 
Bureau, which also is recommending a 
required $50 deductible on windstorm 
and hail insurance. 

The bureau filing states that mem- 
ber companies suffered a total under- 
writing loss of more than $12 million 
in 1960 and declares that the adverse 
trend appears to be continuing into 
1961. For the 10-year period, under- 
writing loss in the state has aggre- 
gated $28,680,000. 

EC rates on Oklahoma dwellings 
were last revised in February, 1958, 
while those on other than dwelling 
risks have remained the same since 
July, 1955. 





West Va. Agents 


Change Name; 250 
Attend Convention 


The established formula of the con- 
ventions of West Virginia Assn. of 
Independent Insurors (a new name 
adopted at the meeting)—business in 
the morning and play in the afternoon 
—worked once again at the associa- 
tion’s 62nd annual gathering at the 
Greenbrier, White Sulphur Springs. 
The registration of 250—about in line 
with previous years—was treated to 
superb weather for the afternoon golf- 
ing, swimming, and other diversions 
of the luxurious resort. Yet, because 
they knew they had their afternoons 
free, the agents were most attentive 
to the topnotch programs in the morn- 
ings, and the meeting rooms were 
comfortably filled despite the compet- 
ition of some of the country’s finest 
recreational facilities. John W. Havens 
of Huntington, winding up his second 
term as president, ran the meetings 
smoothly and right on schedule, aided 
by C. T. McHenry, the association’s 
general secretary-treasurer. But in 
the afternoons, even Messrs. Havens 
and McHenry and the other associa- 
tion “brass” found time to get away 
for 18 holes. 

On the business side, the associa- 
tion endorsed NAIA’s stand on prior 
approval, increased its executive com- 


mittee from eight to 12, and changed 
(CONTINUED ON PAGE 24) 


Mutuals Form New 
Excess Fire Pool 


Eight mutual insurers have formed 
Devco Mutual Assn. to write fire in- 
surance on large, preferred risks. Head- 
quarters are at Media, Pa. 

The companies, which have aggre- 
gate assets of more than $148 million, 
are Badger Mutual, Celina Mutual, 
Shelby Mutual, Harford Mutual of 
Maryland, Meridian Mutual, Harleys- 
ville Mutual, Lititz Mutual and Penn- 
sylvania Threshermen’s & Farmers 
Mutual. 

David W. Bonney, formerly assis- 
tant secretary and chief engineer Mu- 
tual Fire Inspection Bureau of New 
England, is general manager of the 
new facility. 


GAB Ad vances 
Porter At Chicago 


Charles E. Porter Jr. on Oct. 1 will 
assume the duties of executive mana- 
ger at the Chicago departmental office 
of General Adjustment Bureau, with 
concurrent responsibilities as manager 
of the catastrophe department. 

Mr. Porter has been in the Missouri 
and Indiana fields for GAB, having 
served as staff adjuster at Cape Girar- 
deau, Sikeston and St. Louis, as man- 
ager at Clayton, Mo., and Hammond, 
Ind., and as branch manager and dis- 
trict manager at Gary. Most recently 
he has been regional manager with of- 
fices at Inianapolis. 





Revised Treatment 


For Dwellings Is 
Adopted In Ky. 


LOUISVILLE—Kentucky is the sec- 
ond state in the midwest to adopt a re- 
vised treatment for rating dwellings 
for fire insurance. A filing of Kentucky 
Inspection Bureau was approved by 
Commissioner Hockensmith effective 
Aug. 28. 

In Tennessee, the first midwest state 
to allow a new approach to this busi- 
ness, a “loss constant” consisting of a 
flat charge added to the fire premium, 
became effective June 15. The Ken- 
tucky plan goes one step further by 
converting directly to premium tables. 
In each classification of the new dwell- 
ing schedule, premiums are listed for 
multiples of $500 of coverage. For 
amounts between these groupings, a 
rate per $100 is also published. 

For most town classes under the 
Kentucky schedule, the premium is the 
same as under the previous rates at 
about the $5,000 level. Under $5,000, 
the premium is materially increased, 
but it is proportionately less as the 
amount of insurance exceeds $5,000. 
For unprotected towns, the cross-over 
point is somewhat higher. 

The program was developed by the 
bureau in cooperation with the Ken- 
tucky department after officials of both 
bodies had held a number of meetings 
with agents around the state. 

The worsening of dwelling experi- 
ence, particularly on risks insured for 
less than $5,000, has been a matger of 
growing concern to the companies. 


Claims Expert Sees 
Homeowners As 
Maintenance Cover 


Line Being Eyed For Loss 

Record And Claims Costs 

While Competition Rages 
By JOHN N. COSGROVE 


In reports on their first half opera- 
tions, several company presidents put 
the finger on homeowners as a leading 
contributor to grim underwriting re- 
sults. One company president flatly 
said the class is underated. Too much 
credit is given in the rating formula 
for “supposed economies that theo- 
retically result” from combining cover- 
age in one package, this executive said. 


HO Rates Going Down 


His views are in line with those of 
many in the business who regard home- 
owners as the most flagrant example 
of the “get-the-business-at-any-cost” 
philosophy that seems to have taken. 
hold in some quarters. Homeowners’ 
rates have steadily reduced in the last 
several years. In the small state of 
West Virginia alone, there are 38 
homeowners deviations, ranging from 
10% to 25%, including three based on 
merit plans. 

Before the homeowners quandry ever 
got the high level consideration of 
presidents, members of theirteam had 

(CONTINUED ON PAGE 38) 





Scene From NAIA’s Ad Promotion Movie 


TOWN 
SanenNce 


Filming a scene for the fifth annual 
advertising presentation of National 
Assn. of Insurance Agents, Cooper 
Cubbedge of Jacksonville, vice-presi- 
dent of NAIA, one of the principals, 
stands in front of the Walter H. Blum 
& Sons agency in Rockaway Park, N. Y. 
Others who appear in the 30-minute 
movie, which will be ready for show- 
ing at the annual convention in Dallas 
Sept. 25-27, are Eben Learned Jr. of 
Norwich, Conn., the 1962 advertising 
chairman, and Valmore Forcier, NAIA 
advertising coordinator. 

The Blum agency was renamed Town 
Insurance Agency for the film. It was 
selected as a typical small town agén- 
cy. James R. Mathews, NAIA director 
of advertising, points out that this is 





the first time the film was made on lo- 
cation. Mr. Mathews assisted in the 
film’s preparation, along with Frank 
Schaffer, vice-president of Doremus 
& Co., New York advertising agency. T. 
Alexander Benn, vice-president Dore- 
mus & Co., wrote the script, and Jenni- 
fer Ryan of the firm supervised the 
filming. Gerald E. Weiler of Vavin di- 
rected it. 

The film details the complete nation- 
al ad program for 1962 and shows the 
use that will be made of advertise- 
ments in different media. The program 
features one special new promotion, 
Protection Week. 

The Blum agency is operated by Ar- 
thur H. Blum, New York’s state nation- 
al director, and his brothers. 











2 


Part 2 

(This is the second part of a dis- 
cussion of risks of great magnitude 
by William H. Berry, vice-president 
of America Fore Loyalty, at the forum 
in Philadelphia with which American 
Institute celebrated the dedication of 
its new home in Bryn Mawr.) 

A single relatively small radiation 
source in common use today will con- 
tain more curies of radioactivity than 
all of the radium produced in the 
world to date, Mr. Berry observed. 
Some of these radioisotopes, such as 
cesium 137, are natural by-products 
of the fission reaction—in the “ashes” 
so to speak, of the nuclear fuel burned 
in a reactor and recovered upon re- 
processing. Others, such as cobalt 60, 


NAIC Committees 
Are Appointed 


Committee appointments of National 
Assn. of Insurance Commissioners have 
been made by President T. Nelson 
Parker of Virginia. Committees and 
their chairmen and vice-chairmen, re- 
spectively, follow: 

Executive—Joseph S. Gerber of IIli- 
nois and Sam N. Beery of Colorado. 

Blanks—Charles R. Howell of New 
Jersey and F. Douglass Sears of Mary- 
land. 

Preservation of state regulation— 
Donald Knowlton of New Hampshire 
and Francis R. Smith of Pennsylvania. 

Preparedness program for emer- 
gency operations in insurance—Tho- 
mas Thacher of New York and William 
E. Timmons of Iowa. 

A&S—George F. Mahoney of Maine 
and Joe B. Hunt of Oklahoma. 

Definition and interpretation of un- 
derwriting powers—Walter D. Davis of 
Mississippi and Leo O’Connell of Idaho. 

Examinations—Frank Sullivan of 
Kansas and Charles F. Gold of North 
Carolina. 

Federal liaison—F. Britton McCon- 
nell of California and Thomas Thacher 
of New York. 

Fire, marine, casualty and surety— 
V. Dean Musser of Oregon and Cyrus 
E. Magnusson of Minnesota. 

Fraternal insurance—Lee I. Kueck- 
elhan of Washington and Sam N. Beery 
of Colorado. 

Insurance covering all installment 
sales and loans—J. Edwin Larson of 
Florida and Frank Blackford of Michi- 
gan. 

Laws and legislation—Charles F. 
Gold of North Carolina and Harry S. 
Smith of Delaware. 

Life insurance—C. Lawrence Leggett 
of Missouri and Alfred N. Premo of 
Connecticut. 

Non-profit hospital and medical 
service associations or similar organi- 
zations—Francis R. Smith of Pennsyl- 
vania and Joe B. Hunt of Oklahoma. 


All Risks Of Miami 


Opens Jacksonville, Fla., 

All Risks Inc. and its affiliate, In- 
surers General Agency Ine., has 
opened a Jacksonville, Fla., office in 
the Greenleaf Building under the di- 
rection of Ronald W. Smith. 

Mr. Smith has been with J. Gordon 
Gaines of Akron for the past 16 years, 
specializing in the excess and surplus 
line field, with emphasis on long haul 
trucking business. 
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Today’s Risks Of Great Magnitude 
Are Growing In Value And Variety 


are manufactured by exposing natural 
elements to neutron radiation in a re- 
actor, or to a stream of other atomic 
particles accelerated in a cyclotron. 
Over a hundred new kinds of radio- 
active materials are readily available 
to qualified users, who are finding 
new applications daily. 

To date, the AEC has issued more 
than 8,000 licenses for the possession 
and use of radioisotopes for applica- 
tion in industry, agriculture and med- 
icine, Mr. Berry reported. More than 
2,500 hospitals or medical groups are 
using radioisotopes for diagnosis and 
treatment. There are more than 5,000 
radioisotopic gages now at work in 
industry measuring the density and 
thickness of sheet materials such as 
metals, rubber, plastics, paper and the 
like. These gages perform feats here- 
tofore impossible. The savings to in- 
dustry is estimated to run into the 
millions of dollars annually. 

Other applications include uses as 
tracers in process control, liquid level 
indicators for closed vessels, in agri- 
culture to follow plant growth and for 
pest control, for sterilization in pharm- 
aceutical industry, and for inspection 
for flaws in structural materials. The 
list grows daily. Activities in preserv- 
ing foods by radiation is slow but still 
progressing. It is said that radiation 
can age whisky in seconds and that 
off-color diamonds can be transformed 
into the more valuable blue-white 


HALLMARK 


variety. 

As the use of radioisotopes grows 
and extends into new fields, the haz- 
ard of radioactive contamination will 
require more careful consideration by 
the underwriter. Mr. Berry believes, 
there are situations where the acci- 
dental release of certain types of ra- 
dioactive materials could cause prop- 
erty damage and business interrup- 
tion losses running into six or seven 
figures. Decontamination can become 
surprisingly costly and of long dura- 
tion. 

The radioactive contamination as- 
sumption endorsement program in- 
troduced by the insurance industry 
several years ago provides coverage 
from this peril from an on-premises 
source. 

Direct conversion of fuel to electric 
power in bulk, doing away with the 
boiler, turbine-generator, condenser 
and their auxiliaries has long been an 
engineer’s dream because of the tre- 
mendous gai nin efficiency such a sys- 
tem promises over the conventional 
plant. Now 12 utilities are sponsoring 
research and developement of a direct 
conversion system, called “magneto- 
hydrodynamic conversion,” or “MHD” 
for short. Predictions are that a feas- 
ible MHD plant can be built within 
15 years. 

Mr. Berry also noted progress in the 
development of solar energy. He em- 

(CONTINUED ON PAGE 19) 


OF PROGRESS 


We live in a time of such rapid 
growth in knowledge that only 
he who continues to learn and 





inquire can hope to keep pace, 
let alone play the role of guide. 


We at Leslie H. Cook are con- 

















sistently developing new skills, 
new techniques, and new facil- 
ities for doing things hetter. We 
believe these forward-looking 
objectives are the hallmark of 
progress for those who seek profit 
and purpose in the years ahead. 
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July Fire Losses 
Show 12.2% Rise 


Fire losses in the U. S. in July 
amounted to $93,113,000, a 12.2% in- 
crease over July, 1960, according to 
estimates of the National Board. The 
July total is down by 9.9% from losses 
in June, 1961. 

Losses for the first seven months of 
1961 totaled $728,130,000, an increase 
of 10.8% over the similar period in 
1960. 


Announce Agenda 
For NAIC Zone 4 


DES MOINES—The program for 
the zone 4 meeting of National Assn. 
of Insurance Commissioners to be held 
Sept. 24-26 at Milwaukee has been 
announced by the zone chairman, 
Commissioner William E. Timmons of 
Iowa. 

A special “Conflict of Interest” pan- 
el session will be held Sunday after- 
noon and a general discussion on the 
subject at the regular session on Mon- 
day afternoon. U. S. Senator Thomas 
J. Dodd of Connecticut will be the fea- 
tured sepaker at the Monday lunch- 
eon. 

The sessions will be held at the 
Schroeder Hotel in Milwaukee. Reser- 
vations may be made through Sidney 
L. Horman, vice-president Time, 735 
North 5th Street, Milwaukee. 

The agenda calls for an executive 
session of the commissioners and their 
staffs early Sunday afternoon and an 
industry session on taxes at that time. 
The panel on conflict of interest will 
follow. 

Gov. Nelson of Wisconsin will give 
the address of welcome on Monday, 
with the morning session to take up 
recommendations of the examination 
committee on mortgage service fees; 
multiple peril policies and standards of 
ethics on claim practices. In the after- 
noon the group will take up destruc- 
tion of records; conflict of interests, 
and rights of the policyholder in a 
mutual company to freely nominate 
directors. 

Separate sessions will follow by 
casualty and A&S rate technicians, 
and on fire and allied lines. The Tues- 
day morning session will include a 
general and executive session with 
separate committee meetings. 


No. America Cam paign 
Shows Record Results 


North America reports record re- 
sults from the first half of its “Word 
to the Wives” summer promotion and 
ad program. The campaign has given 
the company the best four summer 
sales weeks in its history. 

“Word to the Wives” advertisements 
are appearing weekly in Sports Il- 
lustrated throughout the eight-week 
program. The current ad feature’s the 
week’s sales incentive awards, a pood- 
le and handbag, which are also em- 
phasized in the direct mail campaign 
to agents and their wives. The ads 
spotlight North America’s line of per- 
sonal and commercial packages. 


Zurich Names Williams At L.A. 

Zurich has appointed Peter H. Wil- 
liams supervisor of production and 
underwriting, boiler and machinery 
division, at Los Angeles. His territory 
includes the southern parts of Califor- 
nia, Arizona and Nevada. Before join- 
ing Zurich, Mr. Williams was with 
Hartford Steam Boiler, Lumbermens 
Mutual Casualty, and General of 
Seattle. 
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National Board Leaders Startled To Learn Of 
Surprise At Stand On No Prior Approval 


’ Background explanations of why the 
National Board advocates no prior ap- 
proval in rate regulation was offered 
Montana Assn. of Insurance Agents 
by W. F. Williams, head of the San 
Francisco office of the National Board, 
in his talk at the annual meeting of the 
Montana association at Butte. 
Emphasizing the statements in earli- 
er talks by J. R. Berry, general counsel 


of the board, and H. Clay Johnson, 
Royal, chairman of the laws committee, 
that endorsement of a no prior ap- 
proval bill is consistent with the posi- 
tion the board maintained when the 
all-industry laws were adopted origi- 
nally in the 1940s, Mr. Williams de- 
clared he was surprised that many peo- 
ple were not aware of this. In fact, he 
said: “It has shocked many of us to 


learn that large numbers of company 
executives, company field men and in- 
dividual agents have not been fully in- 
formed as to the background and the 
reasons for the position now taken by 
most company organizations in connec- 
tion with rating laws.” 

In view of the many speeches and 
articles that have gone into details of 
the SEUA decision and public law 15 
and the all-industry law, to those inti- 
mately involved with the issue it is 
inconceivable that company personnel 
and agents should not be fully in- 
formed, Mr. Williams said. On the oth- 
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er hand, many people have come into 
the business in the last few years and 
other issues have confronted the more 
experienced people so that they have 
not had the opportunity or the neces- 
sity to concentrate on the rate regula- 
tory subject. It is either new to them or 
they have forgotten the exposure they 
had in the past. This is particularly 
true in the states where no major bat- 
tles have been fought over the rating 
problem. 


Quoting The Record 


Many company executives and agen- 
cy leaders who have been active in 
management or association affairs dat- 
ing back to 1945 have been startled to 
have the record recalled to them, Mr. 
Williams said. The record shows that 
the position of the National Board then 
was the same as it is now. The board 
went along with a compromise and has 
supported that compromise uncondi- 
tionally and in many places uatil its 
position was officially recorded for no 
prior approval as a result of the Ger- 
ber subcommittee hearings. 

“People who knew simply forget, and 
people who didn’t know couldn’t really 
believe that we had not taken this po- 
sition fom the very beginning, since 
we seemed so consistent in our advo- 
cacy of the entire all-industry bill,” 
Mr. Williams observed. “Such good 
faith to an agreed position is not exclu- 
sive, but it is sufficiently unique to be 
a source of confuson.” 


NAIC Noted 


When National Assn. of Insurance 
Commissioners sought observations 
and recommendations on rate regula- 
tion in the past two years, the National 
Board was obliged to re-examine the 
situation in the light of current events. 
Members and staff started from the 
premise that in some states at least the 
problems of regulation have become so 
serious that Congress is interested. In 
addition, other elements of the business 
felt they were suffering from undue 
restrictions, and every element in the 
business knew that in some cases 
grossly inadequate rates could not be 
adjusted, yet they could not be toler- 
ated by responsible management. The 
problem was to bring the thinking of 
management and lawyers into one 
state of principles. 

It took literally to the very week be- 
fore it was necessary to present a re- 
port for the National Board and Assn. 
of Casualty & Surety Companies and 
Inland Marine Underwriters Assn. to 
survive at an agreed position. Mr. Wil- 
liams explained there was not time, 
after bringing literally hundreds of 
companies to a point where they would 
subscribe to one set of principles, to 
take the next step and confer with in- 
dividual members of the NAIC and 

(CONTINUED ON PAGE 43) 


C. A. Duboc Named 
By Western Casualty 


Western Casualty has appointed 
Charles A. Duboc as investment of- 
ficer of the com- 
pany. Mr. Duboc 
holds a Ph.D. de- 
gree in physics 
from Massachu- 
setts Institute of 
Technology. For 12 
years he has been 
engaged as a re- 
search scientist 
with Eastman Ko- 
dak Co. at Ro- 
chester, N. Y. His 
father, Ray B. Du- 
boc, is chairman of 
Western Casualty. 





@. 


Charles A. Duboc 
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like to increase your volume in corporation business, we will be glad to show you 
how our specialized know-how can help you do it. We hope to hear from you soon. 
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Describes Field Attorney's Work 
In Handling Contract Bond Claims 


The field attorney’s functions in the 
handling of contract bond claims were 
described by Robert R. Hume, secre- 
tary and general counsel Seaboard 
Surety, before the fidelity and surety 
committee of the insurance section of 
American Bar Assn. at the associa- 
tion’s annual meeting in St. Louis. 

Mr. Hume said that in the surety 
field there is no standard operating 
procedure. Prompt decisions based on 
available facts and applicable law are 
required. He stressed the growing 
need for able field attorneys, resulting 
from the trend toward contract surety 
bonds as part of multiple line under- 
writing. 


PRIMARY COVERAGES 


WORKMEN'S COMPENSATION 
AUTOMCBILES & TFUCKS 
OLT—-MFRS. & CONTRACTGRS 
COMPREHENSIVE CEN'L. LIAB. 
COMPREHENSIVE PERSONAL LIAB. 
PRODUCTS LIABILITY 


The analysis of any case must begin 
with the bond itself, for like every 
contract, the coverage of the bond is 
fixed by its own terms. Bond forms 
vary considerably depending on the 
identity of the owner. The majority 
are issued in connection with public 
works—federal, state or some subdi- 
vision thereof. 


Private Bonds 


However, on private jobs and when 
subcontracts are involved in both pri- 
vate and public jobs, there are no 
standard forms. Individual owners, 
prime contractors and surety compan- 
ies come up with countless forms, 


IN ILLIN@ItS 
GARAGE & DEALERS LIAB 
LIQUOR LIAS!LITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY 
BURGLARY 

PLATE GLASS-50,/5 


%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY 


All. 3rd Party Liahility Including Excess 
Above Assigned Risk Auto Limits to 
180,000 /306,060 /100,0u9. 


sy 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territcries Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 





| NOW WRITING FIRE AND INLAND MARINE 

| AT BOARD RATES IN ILLINOIS ¢ e ¢ « 

| AND SURPLUS FIRE AND INLAND MARINE 
| 
| 





IN OTHER STATES AS A NON-ADMITTED CARRIER 
| © e e LARGE SINGLE RISK CAPACITY ¢ ¢ ¢ ¢ 














FIDELITY GENERAL 


RAndolph 6-4060 





A STOCK COMPANY 


INSURANCE COMPANY 


222 West Adams Street 
Chicago 6, Illinois 





each differing in some respects from 
the others. 

The most commonly used private 
bond is the one published by Ameri- 
can Institute of Architects. This bond 
is not official, Mr. Hume pointed out, 
and is promulgated by the institute 
for the convenience of its members. 
Where it is widely used without modi- 
fication, it lends a degree of certainty 
to the nature of the coverage, since 
with the passage of time the several 
provisions of the bond receive defini- 
tive judicial construction. 

Unfortunately, he said, many archi- 
tects without legal experience seek to 
improve on the forms, altering stand- 
ard clauses. Suits to interpret the al- 
tered clauses are especially difficult 
for the field attorney, because estab- 
lished guides are wanting. In every 
case, the attorney’s first concern 
should be with the intention of the 
parties involved. 

When a contractor is in trouble, 
the attorney must usually work fast, 
as a surety’s prospective loss may in- 
crease alarmingly if time is lost in 
attending to the matter. Usually the 
contractor has been staving off credi- 
tors by an indiscriminate application 
of funds. When he realizes that he is 
about to become insolvent, the shock 
may impel him to injudicious deci- 
sions that can be prevented by the 
attorney’s early arrival. 


Meet Payroll First 


The first step should be to meet 
the payroll if one is due, Mr. Hume 
said. This will allow time to get all 
the facts without job stoppage. The 
cost of reactivating a job is usually 
much higher than the cost of meeting 
the payroll while the attorney is col- 
lecting sufficient information to decide 
on further action. 

On the other hand, payment to 
creditors should be deferred. What- 
ever the liability to them may be 
under the payment bond, it will have 
been fixed by the time the attorney 
arrives on the scene. He will need 
time to verify amounts claimed, make 
sure that they are proper claims un- 
der the bond, see that proper notice 
has been given, and check that the 
material involved has already gone 
into the job and that there are no 
offsets or back charges against credi- 
tors. 

Even when the attorney has the 
necessary verification, he may want 
to use the payment agreed to obtain 
assurances of prompt delivery of other 
items from a material supplier, or of 
prompt fulfillment of the subcontract 
by a subcontractor. 

If there are more claims than the 
penal amount of the bond, Mr. Hume 
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Kefauver Again Hints 
At Resumption Of 


Insurance Inquiries 


WASHINGTON—Sen. Kefauver has 
reiterated his indication that investi- 
gations of insurance may be resumed 
by the Senate anti-trust and monopoly 
subcomittee. In a taped television in- 
terview program, “Youth Wants To 
Know,” over station WTOP-TV here, 
he said one area of inquiry would be 
“foreign companies here which are not 
adequately regulated.” It was learned 
that he has surplus line activities in 
mind. 

Indications are that the investigation 
will not be resumed for some time, 
perhaps not till next year. When and 
if it is, Sen. Dodd of Connecticut may 
conduct the hearings and be in charge 
of the investigation. 

The long-awaited report on the sub- 
committee’s previous hearings into in- 
surance has been approved by the sub- 
committee and is being circulated 
among members of the full judiciary 
committee. This is expected to reflect 
the subcommittee’s conclusions, with 
some minority dissents. 





recommends that an interpleader ac- 
tion be instituted. In this manner the 
claimants are joined, the full amount 
of the bond is deposited in court, and 
the claimants are required to estab- 
lish their respective rights to the fund. 

He next turned his attention to the 
handling of the performance bond. 
First, he said, the attorney should get 
a breakdown of all payables and re- 
ceivables. Next he should ascertain 
how much is left in the contract. This 
balance, together with earned reten- 
tions, will be available to pay com- 
pletion costs. Most important, the 
attorney must find out how much it 
will cost to complete. This information 
is difficult to develop with any cer- 
tainty but it will exercise a major in- 
fluence on the attorney’s recommen- 
dations concerning performance com- 
pletion. 

If the job is a new one, less than 
40% completed, Mr. Hume suggests 
that the work be re-let. If the job is 
over 80% complete, the cost of re- 
letting will be prohibitive. It is in the 
area between these figures that the 
attorney’s problems arise. 

To begin with, the attorney should 
request a letter from the original con- 
tractor stating that he is unable to 
continue without financial assistance. 
This will be useful if it is decided to 
re-let. 

The surety will usually have a list 
of original bidders and the amount of 

(CONTINUED ON PAGE 34) 





N-952 


M. WEST—MULT. L. ADMIN. CLMS. MGR.—$12,000. 
Midwest City—population under 300,000. Home Of- 
fice of medium sized—rapidly growing, progressive 
company. Organizational set-up of a nature that 
individual can function in diversified capacity. Age 
to 38: College degree mandatory. Prefer versatile 
background balanced between Casualty and Fire 
claims experience: duties in area of systems. Per- 
sonality and appearance important. 


N-953 


M. WEST—FIRE ACCOUNTS EXEC.—$10,000. 

A-1 Company. City under 600,000. Position highly 
recommended for man under 38 with college de- 
gree. Minimum 8 years commercial fire underwrit- 
ing background, working knowledge of Casualty, 
desirous of obtaining position that will broaden 
Casualty experience and specializing in production 
work in big accounts. 


N-954 


EAST—FIRE UNDERWRITING SUPR.—$8,000. 
Eastern city under 700,000. Casualty Company es- 
tablished over 25 years, establishing Property De- 
partment. Pronounced position growth potential. 
Age to 40. Six to eight years Fire underwriting 
experience, commercial lines experience unneces- 
Sary 





N-955 
VARIOUS—RESEARCH POSITIONS—TO $17,500. 
A good selection of Research positions are cur- 
rently available in a number of areas of the 
country. Our Company clients are primarily inter- 
ested in experienced insurance Research men with 
backgrounds in Fire, Casualty and claims. Excellent 
potential in diversified areas. 





N-956 


VARIOUS—MULT. L. UNDER. SUPVRS.—TO $10,000. 
Our current listings include a number of Multiple 
Line supervisory underwriting openings of merit. 
Companies with these openings well established 
with assets ranging from $10,000,000-$50.000,000. 
Very importantly, potential on these positions are 
distinctly above average. 





330 S. Wells 





Please mention job number in responding. Write for our brochure “HOW WE OPERATE”. No obliga- 
tion to register. All inquiries handled confidentially. 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 


Chicago 6, Ill. 





N-957 
EAST—MULT. LINE CLAIMS MGR.—$11,000. 
Small city, conveniently located to larger centers. 
Small Company over 50 years old, excellent man- 
agement. Opening is top claim spot in company 
with full responsibility for all Casualty and Fire 
claims. No Comp. or complex risks involved. Work- 
ing knowledge of Property claims helpful. 


N-958 


M. WEST—ACCOUNTANT/STATISTICIAN—$16,000. 
Located in city with population under 700,000. Age 
to 40. Accounting major. Minimum 5 years insur- 
ance accounting experience—some work in statis- 
tics. Position offers promotional possibilities to 
accounting exec. position. Personality and appear- 
ance important. 


N-959 
M. WEST—PRODUCTION SUPERVISOR—$9,000. 
A good opening for man under 40 with 7-9 years 
Company production experience acquired with Agency 
Company or Direct Writer interested in directing 
production department of a small well established 
Fire Company. Prefer Midwesterner. 
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Independent Program” For 


and 


Rings Up Profits For Producers! 


‘Here are just a few of many competitive features: 


* SIMPLICITY...in language, format, selling 
and processing; 


* EASE OF RATING...sharp reduction of 
commodity and territorial classifications per- 
mits easy reference and rapid rating; 


* BROADER COVERAGE (not available in 
other forms) ...$250 money and securities 
coverage in basic contract ... Business Inter- 
ruption coverage available, with weekly 
indemnity for total shutdown; 


* FLEXIBILITY...many other options avail- 


able under the contract permit adaptation of 


coverage to specific needs. 


GREAT AMERICAN ° 


FIRE «© MARINE «© AUTOMOBILE s+ 


CASUALTY °* 


The Storekeepers Form, designed for the small 
and medium-sized risk, is basically self-con- 
tained. For most risks, can be rated, quoted, 
written and delivered at point of sale by 
Agency, without awaiting Company issuance. 
Snap-out, carbonized policies facilitate han- 
dling and reduce expense. 


The Merchants Form is rated and written by 
Company. Affords wide flexibility, permits 
tailored coverage to meet special complex 
needs of the larger mercantile risk. 


This dynamic program is geared to help pro- 
ducers tap the desirable market for Store- 
keepers and Merchants coverage. For further 
information, clip and mail the coupon below. 


| Great American Group 
Ynsurance Companies 


New Dork _ 


* Not available in every state. 


GREAT AMERICAN 


INSURANCE COMPANIES 
AMERICAN NATIONAL FIRE 










SURETY 


TO: Great American Insurance Company 


-— 
| 


99 John Street, New York 38, N. Y. 


Clip and mail this coupon now... 
if you would like more information 





about our Independent. Program 


(Name of Agency) 





(Street & Number) 





| 
for Storekeepers and Merchants. . _ l 
. | 


NU—5A—461 


(City & State) | 
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JOHN KENNEDY’S 
New TEXTBOOK 


FIRE and ARSON 
INVESTIGATION 


is now being printed 








PRE-PUBLICATION DISCOUNT 
FOR A LIMITED TIME ONLY 


Special Price— 


$20.00 











(Regularly $25.00) 


John Kennedy has written a comprehensive text- 
book——a complete reference volume for all ad- 
justers and claims personnel involved with the 
investigation of fires, explosions, arson and 
subrogation. The text book contains over 1200 
pages, 58 photographs, and numerous charts, 
tables, and diagrams. 


SERRE OW 
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Gerald B. Martin, President, United Adjustment 
& Inspection Co., Kansas City, Missouri, says: 
“FIRE AND ARSON INVESTIGATION is very 
comprehensive and accurate. The potential pos- 
sibilities of building a good arson defense are 
many times negated by the lack of understand- 
ing on the part of the first investigator on the 
ground. This book will give the routine adjuster 
a better overall concept of the procedures which 
are vital to establishing an arson cefense and 
make him better prepared to proceed with the 
portions of the investigation which are his re- 
sponsibility. We feel that your textbook should 
be made mandatory reading for everyone en- 
gaged in first party contact on the handling of 
insurance claims where arson might be in- 
volved." 


RESERVE YOUR COPY NOW 


For full information on this new complete, 
authoritative textbook write for descriptive 
brochure. 


For immediate investigation services, day or 
night, call WEbster 9-6050. 


JOHN A. KENNEDY 
& ASSOCIATES, Inc. 


Fire Investigators 
53 West Jackson Blvd. 


Chicago 4, Illinois 
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La. Mutual Agents 
Hold Annual Meet 


Louisiana Assn. of Mutual Insurance 
Agents elected J. W. Womack, Monroe, 
president at the annual convention in 
Edgewater Park, Miss. Also named 
were Oliver L. Braud, New Iberia, 
and Glenn N. Walker Jr., vice-presi- 
dents, and Charles H. Farrier, Baton 
Rouge, secretary-treasurer. 

New board members are Tinsley G. 
Connell, Minden; B. F. Merchant, New 
Orleans, and Julian M. Kurtz, Opel- 


ousas. Anna Mae Blackham, Baton 
Rouge, was reappointed executive 
secretary. 


Favors Strengthening Law 


The association adopted a resolution 
to sponsor legislation strengthening the 
licensing law for fire and casualty 
agents. It also moved to request the 
support of the House ways and means 
committee for a special provision in 
the tax bill that would permit mutual 
insurers a special deduction from net 
premium tax free, instead of tax on 
total income as presently proposed. 

The association approved a manual 
of procedure and policy for operation 
of its affairs. The manual had been 
prepared by a special committee of 
Floyd S. Meaux, Lafayette, chairman; 
Daly Williams, Jennings; R. C. Carr 
and R. L. Coleman, Lake Charles, and 
Mrs. Blackham. 

The Special Agent of the Year award 
was presented to Robert R. Mundell 
Grain Dealers Mutual. John W. Enos, 
Harvey, was named Mutual Agent of 
the Year. A special prize was given to 
E J. Pinholster, New Orleans man- 
ager for Kemper group, for obtaining 
the greatest numbers of new members 
for the association during a campaign 
earlier this year. 


Commissioner Hayes Speaks 


Speakers heard during the meeting 
included Commissioner Hayes of Loui- 
siana; Eugene S. Ross, southwestern 
regional manager of Norfolk & Ded- 
ham Mutual; William A. Stringfellow, 
general manager NAMIA; Frank G. 
Dunham Jr., assistant secretary Mil- 
lers Mutual; J. A. Tanselle, manager 
of the southern office of Grain Dealers 
Mutual; Richard F. Skinner, resident 
vice-president Indiana Lumbermens’ 
Mutual; Grover Anderson, Bruce Dod- 
son & Co.; H. P. Walker, Louisiana 
Insurance Rating Commission; William 
H. Kirchem, vice-president and agency 
director Marquette Casualty, and Alvin 
J. Davis, editor-in-chief and publisher 
Southern Insurance. 


New Hampshire Appoints 

New Hampshire has named Joseph 
D. Rezner state agent in Wisconsin 
and the upper peninsula of Michigan. 
He succeeds Donald R. Witbeck, re- 
signed. Mr. Rezner has been Wiscon- 
sin special’agent of Loyalty. 


Steel Company Names Buyer 


Joseph F. Gallo has been appointed 
to the newly created position of man- 
ager of casualty insurance of Crucible 
Steel Co., Pittsburgh. He was formerly 
insurance administrator and _assist- 
ant to the corporate secretary of Am- 
erican Greetings Corp. in Cleveland. 


Hartford Fire Names Two 


Hartford Fire has appointed Chris- 
topher R. Sherrill and William G. 
Rhodes special agents at Pittsburgh 
and Philadelphia, respectively. Both 
joined the company in 1960 at the 
home office. 


a 


Study Evolves Test 
To Separate Good 
Drivers From Bad 


A study in depth of the relation of 
word association to driving safety has 
been undertaken by the safety re- 
search and education project of Co- 
lumbia University. James L. Malfet- 
ti, chairman of the project, has re- 
leased a report on the study’s prog- 
ress so far. 

The purposes of the study are to 
identify the meanings that good and 
poor drivers attach to general and 
specific words related to driving; to 
test specific theories about the inter- 
relationship between these meanings 
and the personality traits of good and 
poor drivers, and to construct a valid 
objective test of word meaning which 
can discriminate between good and 
poor drivers. 


Human Factors Important 


In recent years, Mr. Malfetti points 
out, increased attention has been 
given to the importance of human 
factors in understanding and con- 
trolling motor vehicle accidents. Be- 
cause of the enormous annual loss of 


human lives and property national 
organizations rushed to meet the 
crisis with masses of propaganda. 


Their efforts are noble in genesis and 
execution, Mr. Malfetti says. But the 
rising toll of accidents suggests they 
are weak in positive value. 

When safety education and safety 
propaganda as distinct from driver 
training are considered, few conclu- 
sions can be drawn, he says. No con- 
trolled studies on the effectiveness of 
such measures can be found. In act 
they would be difficult to execute. 
When more adequate measurements 
of attitudes are developed, the methods 
used to appraise public opinion or the 
effectiveness of advertising may be 
useful in the evaluation of the re- 
sult of such efforts. 

Extensive and expert reviews of 
present approaches to safety propa- 
ganda indicate that there is a need for 
continued study of human variables 
and their relation to .motor vehicle 
accidents, that among the important 
variables are those of attitude and 
symbolic meaning, and that there is 
a need for valid and reliable instru- 
ments to assess these human fac- 
tors. 


Word Association Test 


During the spring of 1960 investi- 
gators constructed a word association 
test with the purpose of conducting a 
pilot study of its utility. Words were 
selected by a team of three investiga- 
tors with some knowledge of driving 
problems and some understanding of 
human behavior. 

The subjects of the pilot study were 
the first 1,000 individuals to enter the 
driver improvement program in the 
Chicago municipal courts between 
June and September, 1960. From the 
records of the examinees, three groups 
were selected and matched as nearly 
as possible on intelligence, education 
sex, age and length of driving exper- 
ience. 

The three groups were comprised of 
those who volunteered for the pro- 
gram but did not drive; those who did 
not volunteer, but were sent by the 
courts, and whose driving records 
showed both accidents and violations; 
and those who volunteered and who 
drove, but had at most one violation 
or accident, but not both. 

The tests demonstrated that the 
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National Union In 
Over-All Half Gain 


National Union’s underwriting loss 
in the first half of 1961 was $1,343,236 
compared with $669,854 in the same 
period last year. Premiums written 
advanced to $25,993,161 from $25,079,- 
904. Policyholders surplus was $39,- 
194,051 against $35,526,656. The gain 
in unearned premium reserve was 
$352,224 against $233,055. 

The ratio of losses and loss expense 
was 61.8 of premiums earned, and 
underwriting expenses were 42.8 of 
premiums written. Investment income 
of $1,580,825 was 6% greater than in 
the first 1960 half. Net operating in- 
come was $237,589 compared with 
$821,917. Assets were $104,370,217 
against $100,531,069 at June 30, 1960. 
Capital stock equity per share was 
$65.19, up from $62.02 at the end of 
1960. 


Hurley Is Actuary 
Of Inter-Regional 


Robert L. Hurley has joined Inter- 
Regional Insurance Conference as 
actuary. He hasbeen with Liberty 
Mutual, where he was active in the 
development of fire, allied lines and 
multi-peril. He is a fellow of Casualty 
Actuarial Society. 

Mr. Hurley has had many articles 
and papers on actuarial matters pub- 
lished. He is the author of Fire Insur- 
ance Credibilities, originally published 
in the proceedings of the society. 


Okla. Blue Goose Elects 


Oklahoma Blue Goose has elected 
the following officers: S. Allen Tillot- 
son, Aetna Fire, most loyal gander; 
Harley J. Ballew, Oklahoma Inspec- 
tion Bureau, supervisor; Gordon L. 
Fransen, St. Paul group, custodian; 
Malcolm McCarty, Home, guardian; 
Larry H. Meek, Glens Falls, keeper, 
and Leonard P. Gray, Oklahoma In- 
spection Bureau, wielder. 


New PPF Loading Charges 


Inland Marine Insurance Bureau has 
changed the loading charges on per- 
sonal property floaters in New Jersey, 
effective Sept. 15. The new charges 
will be $2.55 on the first $5,000; $1.40 
on the second $5,000; 60 cents on the 
next $10,000; 21 cents on the next 
$30,000, and 21 cents in excess of 
$50,000. 





meanings of words specific to driving 
are more similar between two groups 
of drivers than between drivers and 
non-drivers. But it was conclusively 
shown that the same applies to words 
general to lying. 

Two characteristics seemed to typ- 
ify the male violator group. First their 
self image is less firm than that of 
the male non-violator group. Second, 
there is a greater discrepancy among 
the words “man,” “myself,” and “dri- 
ver” for male violators than for 
male non-violators. Mr. Malfetti be- 
lieves that the latter factor implies 
that violators have less well organized 
personality patterns than non-viola- 
tors and that the latter is more him- 
self when he is driving. 

The pilot study indicated that an 
expansion of the word range used is 
necessary to get a full picture of the 
real differences between “good” and 
“poor” drivers and non-drivers. Nev- 
ertheless, Mr. Malfetti believes that this 
approach is a fruitful one and offers 
important guideposts for future pro- 
cedures. 

















August 25, 1961 


HeNATIONAL UNDERWRITER 











REINSURANCE 


THE BEST CONTRACT 


is one that provides all 
parties equal opportunity 
for profit. 


Employers contracts are built 
with this in mind and they 
increase scope, capacity and 
security in each day’s normal 
run of efficient underwriting. 


MULTIPLE LINES 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 
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107 William St. 175 W. Jackson 100 Bush St. 
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Losses, Lower Rates, Competition 


Multiply Problems In The Business 


Chief executives were asked to give 
their assessment of the current situa- 
tion in the fire and casualty business 
and what they think lies ahead. Here 
is an additional reply. 

For companies in the personal lines 


—automobile, homeowners and similar 
coverages—there can be no question 
that companies operating on the agency 
system are being and will be forced to 
more completely accept the continuous 
policy, direct billing system. While 


there remains much resistance to this 
procedure by long established agents, 
I am firmly convinced that the future 
of our companies and agents is in this 
direction. 

To continue with agents issuing re- 





CLEAN UP 
ON THE 
LAUNDRY 
BUSINESS 


... DRY CLEANERS AND RUG CLEANERS, TOO... WITH THE BAILEES’ CUSTOMERS’ POLICY! 


Next time you pick up your shirts or suit, pick up a profitable premium, too! Phoenix Bailees’ Customers’ 
Insurance turns the store next door into a new account for you. ‘‘B.C.” coverage protects laundry operators, 
dry cleaners, tailors, and rug cleaners from loss of goodwill and loss of customers after a disaster. The value 
of customers’ goods is automatically covered and paid after a fire, flood, theft, or other insured peril. With 
a Phoenix “B.C.” policy, the bailee rests assured that his customers will be fully compensated —and will 
come back to him when he reopens. To clean up on this new market right next door, ask your Phoenix 


Get the PROFIT IDEA from your Phoenix of Hartford Fieldman... 






Fieldman or write for your Bailees’ Customers’ Sales Kit... now! 


For information about representing a Phoenix of Hartford Company, write J. D. Taylor, President. 


The PROFIT IDEAS come first from # Dh 


oenix of Hartford 


INSURANCE COMPANIES 
HARTFORD 15, CONNECTICUT 
THE PHOENIX INSURANCE CO. @ THE CONNECTICUT FIRE INSURANCE CO. © EQUITABLE FIRE AND MARINE INSURANCE CO, 
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newal certificates and policies, billing 
and collecting premiums, taking 60 
days for company remittances and de- 
manding commissions not justified by 
the actual service rendered to policy- 
holders, will bring further chaos and 
more business for the direct writers. 
The public has accepted favorably the 
continuous policy, direct billing system 
and contrary to what many agents 
state, policyholders do not object to 
mailing remittances directly to com- 
panies. Whether we like it or not, the 
public will be served either by com- 
panies and agents on the agency sys- 
tem or by the direct writing companies 
which use efficient and less costly sys- 
tems that result in lower rates. 

It seems that particularly in home- 
owners there either is complete ignor- 
ing of the profit motive or an attempt 
by larger companies to force the small 
ones into losses by engaging in a ruin- 
ous competitive race. It seems that no 
one can justify the recent reductions 
in homeowners rates in some states 
unless it has been done for competitive 
reasons only and without regard to 
financial results. Could it be that some 
companies with consistent underwrit- 
ing losses generally, but that have 
been profiting from appreciation of 
stocks and bonds, could some day 
reach a rude awakening? 


Regional Have Done Well 


Some of the medium sized or smaller 
companies such as ours operating re- 
gionally have been doing much better 
underwriting-wise than some of the 
companies operating nationally. In 
spite of the efforts of some who wor- 
ship only at the shrine of increased 
premium volume, there must come a 
time when directors, stockholders and 
mutual policyholders may ask some 
questions of company officers who 
can’t or won’t produce underwriting 
profits. It may come as a surprise to 
some that there is a point below which 
premiums can’t be lowered without 
severe losses. 

This question could be asked also 
about reductions in premium income 
as a result of the introduction of com- 
mercial package policies. 

It will be interesting five or 10 years 
from now to study the underwriting 
results of the companies that today 
feel the great urge for competitive 
reasons to reduce rates below a safe 
level. If these results are very un- 
favorable, which they easily could be, 
can such losses continue to be offset 
with investment gains and returns? 

Our companies have not entered 
fully into the give-away type of com- 
petition. To be sure, we have made 
some concessions rate-wise. But our 

(CONTINUED ON PAGE 40) 
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ng ake a look at the record . . . take a look at the producers who make the record 
ay . you'll find they know of Leo B. Menner & Company and use them. For here 
nd is an organization which offers an exceptional type of Lloyd’s service on your 
a new or renewal business. It’s the hard-to-find variety of “know-how” which 
De, carries through from beginning to end. Logical short cuts with a minimum of 
set red tape provide you with immediate decisions upon which you can act. You 
- get the right answers . . . right now! 

ra With our unexcelled facilities available to agents and brokers for Deductible 
ur Fire insurance, Hospital Malpractice, Umbrella and Parasol coverages, “All Risk” 


Valued Business Interruption — plus numerous other Fire and Casualty cover- 
ages — is it any wonder that Leo B. Menner & Company has such a consistent 
record with producers everywhere! 


We serve agents, brokers 
and insurance companies. 


Sloyds 


Insurance at 


Sondon 





REINSURANCE EXCESS AND SURPLUS LINES 


LEO B MENNER & COM PANY, we. 


(LEO B. MENNER IN KENTUCKY, INC.) 


BOARD OF TRADE BUILDING 141 WEST JACKSON BOULEVARD « CHICAGO 4 
PHONE + WEBSTER 9-7565 
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See Agents With Fewer Companies 


THE NATIONAL UNDERWRITER has 
queried company executives and agents 
on the likelihood of an agent represent- 
ing fewer companies in future, and has 
asked for views on the merits and de- 
merits of this prospect. 

A New Jersey agent writes: 

On personal lines, the agent of the 
future will represent one instead of 
many companies. The inevitability of 
continuous policies and direct billing, 
together with reduced commissions 


Here are the GF&C people.. 


you friend 
times. They represe 


ence in depth, quality of pe 7 
iduals. If you've trie 


thing is they are indiv 
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GENERAL FIRE 


ly and courteous s¢ 
nt perception and com 


paid by the insurer, will make the 
agency of 1961 obsolete for servicing 
personal lines. 

On commercial lines, the “agent” of 
the future will represent no insurer. 
Instead, in the role of advisor, he will 
represent his client, the insured. The 
agent of the future will be renumer- 
ated by the insured rather than by 
the insurer. 

The agent of the future will begin 
his professional career by serving per- 


who are pledged to give 
cvice and to be helpful at all 
petence, experi- 
But the important 


d everything else, 


rformance. 


- So opie! 
hy not try people?—our peo} 


ANp Casuatty COMPANY 


(A Multiple-line Stock Company) 


Home office: 1790 Broadway, 
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Pittsburgh 
Jacksonville, Fla. 
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New York 19, N. Y. 
Chicago 
Lexington, Ky. 
Ruston, La. 


Newark 
Minneapolis 
Coral Gables, Fla. 
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sonal accounts. As his ability, luck, and 
reputation increase, he will attract 
commercial accounts. Finally, when the 
volume of his work makes it neces- 
sary, the “agent” will bring in a 
younger man to serve the personal ac- 
counts while he, the advisor, concen- 
trates on the specifics of the commer- 
cial accounts. 


A company executive states: 

It is my opinion that there is a def- 
inite likelihood in the future of one 
agent representing one company in- 
stead of many. The speed with which 
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this change comes about will depend 
on what happens to many of the exist- 
ing companies and agents during the 
next few years. As both diminish in 
number, which is probably inevitable, 
there will be a more natural tendency 
toward the life agent’s single company 
approach. 


Advantage To Agents 


The big problem will be that of pro- 
viding proper facilities and adequate 
capacity through the single company 
that the agent may represent. When 
we have a representative selection of 
competitive, independent companies 
that are large enough and properly 
equipped with all multiple line facili- 
ties, including life, to service a good 
agency we'll probably see the change. 

I am going to skip a discussion of 
merits and demerits of the single com- 
pany representation, except for one 
point. When agents do represent one 
company they will probably be able to 
benefit taxwise by being included in 
company security and retirement pro- 
grams, the cost of which could be de- 
ducted from their commissions earned. 
As you know, this is not possible under 
present tax laws so long as they are 
“independent” and not bona fide em- 
ployes of the company. 


The chairman of a large insurer 
answered the questions by securing 
a cross section of views from his man- 


agement force countrywide. These 
views as relayed by the chairman 
follow: 


There is a trend toward agents rep- 
resenting fewer companies, the most 
compelling reason being economy of 
operation. 

Based on our national survey, the 
question of single company agency rep- 
resentation in the personal lines field 
becomes moot. This is true because 
any large and diversified multiple line 
corporate group operating in the per- 
sonal lines market has the capacity 
and ability to handle the insurance 
requirements of the average buyer. 
The success and astonishing growth of 
the direct writing companies and the 
staggering volume of life insurance 
written by agents representing one 
company will testify to that fact. 

In the larger more demanding com- 

(CONTINUED ON PAGE 32) 





Stuyvesant Has Accident 
Cover For Conventioneers 


Stuyvesant is offering to bona fide 
trade and professional organizations, 
as well as to employers, a conven- 
tioneer’s term accident policy. It pro- 
vides complete 24-hour-a-day accident 
coverage for individual conventioneers 
and their families. Two major con- 
ventions utilized the plan within a 
month after its introduction in June. 

Under the plan, a master policy is 
issued to the organization sponsoring 
a convention. Applications for indi- 
viduals planning to attend are mailed 
to the prospective delegates, either 
with the registration forms or directly 
from the agent’s office. Premiums are 
returned either to convention head- 
quarters, with the registration fee, or 
remitted directly to the agent, depend- 
ing on the method selected. 

Two programs are available. One 
provides for payment of $50,000 in 
the event of accidental death or dis- 
memberment and a_ $1,500 blanket 
medical reimbursement, for a _ pre- 
mium of $1 per day per person with 
a minimum premium of $5. The other 
program provides $25,000 and $1,000, 
respectively, for a premium of 50 
cents per day per person with a min- 
imum premium of $2.50. 








— 
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“How I added °3,333 in extra 
premiums by losing an account!” 


by a Connecticut Insurance Agent 


“Sounds far-fetched, but it’s true! A funeral 
director client of mine moved into impressive new 
quarters and immediately attracted my competition. 
In fact, one competitive ‘package’ policy for funeral 
directors looked so good to him that he canceled 
me out. 


“That’s when I called in my friend, Jeff Donahue, 
Special Agent for The American at their Hartford 
Branch Office; we quickly set up an appointment 
with the insured, Together, we examined and com- 
pared all the coverages and exclusions of each policy. 
When we were finished, the insured could see for 
himself that The American policy offered broader 
protection. He decided to reinstate it immediately. 


“As if that weren’t enough, a few days later this 
same client asked me to check over his fire policies, 
which were written by another agency. Again, I 
turned to Jeff Donahue. Our survey revealed that 
the insured, by complying with a few simple recom- 
mendations to reduce his potential fire exposures, 
could save himself 20% with The American. 


“As a result, he gave me all his fire business, 
amounting to $3,333 in extra premiums. Now I 
control the entire account, thanks to Jeff Donahue 
and The American.” 


You, too, can help yourself to extra income by 
taking advantage of The American's fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business ... MORE 
BUSINESS FOR YOU. 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


AUTOMOBILE + BONDS + BURGLARY «+ FIRE & ALLIED LINES + GENERAL LIABILITY + GLASS 
GROUP ACCIDENT & HEALTH + INLAND & OCEAN MARINE + MULTIPLE PERIL « WORKMEN’S COMPENSATION 
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BITING 


t MARKETS 





To give your commercial risks complete, packaged coverage 
when they expand abroad, call your Royal-Globe fieldman. 
He'll tell you about our Foreign Department and its facilities. 
For instance, Royal-Globe writes insurance in 104 countries 
in 15 languages, and knowledgeably handles these transactions 
in 50 currencies. When claims occur, local people make the 
initial investigation — a distinct advantage. Royal-Globe han- 
dles this packaging as neatly and completely as it does 
domestic coverages. 
Are any of your commercial risks biting into foreign markets? 


VAL GLO, 


e 


ROYAL-=-GLOBE 


INSURANCE COMPANIES New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. + ROYAL INDEMNITY COMPANY + GLOBE 
INDEMNITY COMPANY + QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY + AMERICAN AND FOREIGN 
INSURANCE COMPANY + THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
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Conventions 


Sept. 6-8, Maine agents, annual, Samoset Hotel, 
Rockland. 

Sept. 7-9, New Jersey agents, annual, 
more Hotel, Atlantic City. 

Sept. 7-9, New Mexico agents, 
Fonda Hotel, Santa Fe. 

Sept. 10-12, Kentucky mutual agents, annual, 
Kentucky Hotel, Louisville. 

Sept. 10-12, New Hampshire agents, 
The Balsams, Dixville Notch. 

Sept. 11-12, Minnesota mutual agents, annual, 
Radisson Hotel, Minneapolis. 

| Sept. 11-12, Utah agents, annual, 
Hotel, Salt Lake City. 

Sept. 13-15, Minnesota agents, annual, Kahler 
Hotel, Rochester. 

Sept. 14-15, Conference of Mutual Casualty 
Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 


Tray- 


annual, La 


annual, 


Newhouse 


Sept. 14-16, Oregon agents, annual, Eugene 
Hotel, Eugene. 
Sept. 17-19, Indiana mutual agents, annual, 


Marott Hotel, Indianapolis. 
Sept. 17-19, West Virginia mutual agents, an- 
nual, Frederick Hotel, Huntington. 
Sept. 17-20, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 
Sept. 17-20, International Claim Assn., annual, 
e Greenbrier, White Sulphur Springs, 


W. Va. 

Sept. 18-19, Vermont agents, annual, Wood- 
stock Inn, Woodstock. 

Sept. 18-20, Michigan agents, annual, Grand 


Hotel, Mackinac Island. 

| Sept. 19-22, Mutual Loss Managers Conference, 
annual, Edgewater Beach Hotel, Chicago. 

Sept. 20-21, Hoosierland Rating Bureau & ABC 
Service Bureau, annual, Marott Hotel and 
Highland Country Club, Indianapolis. 

Sept. 20-22, Kansas mutual agents, 
Jayhawk Hotel, Topeka. 
Sept. 20-22, Washington agents, annual, Chi- 

| nook Hotel, Yakima. 

| Sept. 25-27, National Assn. of Insurance 

Agents, annual, Dallas, Texas. 

| Sept. 27-29, Society of CPCU, annual, Shera- 

| ton Park Hotel, Washington, D. C. 

Oct. 1-4, National Assn. of Mutual Insurance 
Companies, annual, Statler Hotel, New York 

| City. 

Oct. 2-4, Society of Insurance Accountants, an- 

| nual, Equinox House, Manchester, Vt. 

Oct. 3-5, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

| Oct. 5-6, 

} mual, 

N. H. 





annual, 


New England mutual agents, 
Wentworth-by-the-Sea, 


p an- 
Portsmouth, 


| Oct. 5-7, Arizona agents, annual, Bright Angel 


| Lodge, Grand Canyon. 

Oct. 8-11, North Carolina agents, annual, 
| Carolina Hotel, Pinehurst. 

| Oct. 8-10, Missouri agents, annual, Governor 


Hotel, Jefferson City. 

| Oct. 8-11, National Assn. of Casualty & Surety 

| Agents and National Assn. of Casualty & 

Surety Executives, annual, The Greenbrier, 

| White Sulphur Springs, W. Va. 

Oct. 10, Insurance Economics Society, annual, 

| Edgewater Beach Hotel, Chicago. 

| Oct. 15-17, Kansas agents, annual, Broadview 

Hotel, Wichita. 

| Oct. 15-18, National Assn. of Mutual Agents, 
annual, Sheraton-Cadillac Hotel, Detroit. 

Oct. 16, Rhode Island agents, annual, Sheraton 
Biltmore Hotel, Providence. 

Oct. 16-18, Michigan mutual agents, 
Sheraton-Cadillac Hotel, Detroit. 

Oct. 17-18, Massachusetts agents, annual, Shera- 
ton Plaza Hotel, Boston. 

Oct. 19-22, Colorado agents, annual, 
moor Hotel, Colorado Springs. 

Oct. 22-24, Ohio agents, annual, Deshler Hilton 
Hotel, Columbus. 

Oct. 23-25, South Carolina agents, 
Francis Marion Hotel, Charleston. 
Oct. 23-29, Hemispheric Insurance Conference, 

Lima, Peru. 

Oct. 25, National Independent Statistical Serv- 
ice, annual, La Salle Hotel, Chicago. 

Oct. 29-31, Insurors of Tennessee, annual, 
Andrew Jackson Hotel, Nashville. 

Oct. 30-Nov. 1, California agents, annual, Bilt- 
more Hotel, Los Angeles. 
Nov. 2, Connecticut agents, 

Hilton Hotel, Hartford. 

| Nov. 2-3, Nebraska agents, annual, Cornhusker 

| Hotel, Lincoln. 

Nov. 5-7, Illinois agents, annual, Chase & Park 
Plaza Hotels, St. Louis, Mo. 

Nov. 8-10, American Management Assn., fall 
insurance conference, Drake Hotel, Chicago. 
Nov. 12-14, Kentucky agents, annual, Kentucky 

Hotel, Louisville. 

Nov. 13-14, Illinois mutual agents, 
Pere Marquette Hotel, Peoria. 

Nov. 13-15, Health Insurance Assn., individual 
insurance forum, Sheraton Hotel, Phila- 
delphia. 

Nov. 13-15, Mutual Insurance Technical Con- 
ference, Edgewater Beach Hotel, Chicago. 

Nov. 13-16, National Assn. of Independent In- 
surers, annual, Hotel Biltmore, Los Angeles. 

Nov. 16-1%7, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
metheds & personnel conference, Conrad 

Hilton Hotel, Chicago. 


annual, 


Broad- 


annual, 


annual, Statler- 


annual, 
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N. Y. Motel Building Up 
Despite Customer Loss 


Economic loss to hotels and motels in 
the Buffalo area, through diversion of 
traffic to the New York Thruway, was 
discussed at a session of the state’s 
joint legislative committee on com- 
merce and economic development. 

The city’s hotels are operating at 
only 48% of capacity, and in the first 
seven months of 1961 there has been 
an 1% decline from 1960. Despite a 
booming tourist year, 66 motels in the 
Niagara Falls area reported a 44% de- 
cline in gross revenues for the first 
six months of 1961 from last year’s 
levels. 

In sharp contrast to the testimony is 
the fact that Buffalo is in the middle 
of a motel construction boom. The val- 
ue of new units opened this year and 
those under construction or planned 
exceeds $10 million. Three new mo- 
tels, with a total of 199 units, have 
been opened in the last three months. 
Four more, with 458 units, are under 
construction, and two more, with 400 
units, are planned, bringing the total 
number of new units to 1,057. 





INSURANCE 


TO FIT THE NEED 





Nurses need the same 
insurance covering 


PROFESSIONAL 
LIABILITY 


that doctors do 


When something goes 
f wrong in the treatment 
of a patient, the doctor on the 
case isn’t the only one who 
may be held responsible. 
Nurses, too, can be charged 
with malpractice or neglect of 
duty. They may not be the tar- 
get for as excessively high 
claims for damage since their 
incomes are not large, but they 
can ill afford to go unprotected. 

“Shelby” agents consider 
/ protection for the nurses 
on his staff just as important as 
for the doctor himself. They 
may not have as much to lose, 
but they will be just as glad 
they have the protection when 
a claim is made. 


INSURANCE COMPANY 
o SHELBY, OHIO 


/ “Oe 
FIRE & CASUALTY 
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Q. What is your sales problem? Q. What first sold you on the’ 
: Insurance Company of North America? 
A.| have no problem selling 
our agency. It is the A. My very first policy 
oldest in Andrews, Texas written here had a claim . me 
~—almost as old as the town. a week later. INA paid Se 
When | tell prospects that the loss quickly and 
we represent the oldest didn’t close my agency! 
and most substantial 
company in North America 
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Q. Do you specialize in personal accounts? Q. Mrs. Roberts, would you tell other agents 
i ? 
: A. Yes, the INA leadership more about what you think of INA? 
os helps me to get considerable A. Sure! Tell them to write me. 
A Homeowners business, but Mrs. Elizabeth Roberts, 
| am able to obtain a lot Andrews Insurance Agency, 


of larger accounts, too, with 
the aid of INA’s excellent 
Technical Service. 


Andrews, Texas. . 
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Welcome D. Pierson, Oklahoma City 
attorney and chairman of insurance 
section of American Bar Assn., em- 
phasized at the association’s annual 
meeting in St. Louis that the injustice 
created by excessive awards is re- 
flected in the cost of insurance to the 
public. 

Insurance companies are essentially 
service organizations, he said. They 
are created. and maintained to serve 
the public when tragedy or misfortune 
occurs. Just claims should be paid 


FieNATIONAL UNDERWRITER 


Attorney Lauds Insurers’ Performance 


promptly. Unjust claims should be 
fearlessly defended. Courts should in- 
sist that both of these obligations be 
justly enforced. 

The record shows that in the past 10 
years fire companies have furnished 
funds for the restoring of property 
destroyed by fire to the extent of more 
than $12 billion. Auto companies have 
paid more than $18% billion on BI 
and PDL and more than $9'% billion 
for motor vehicle loss or damage. 
Workmen’s compensation claims have 





It’s a woman’s 


If you’re inclined to question the statement above, 
you are invited to visit the offices of Florence L. 
French, Realtor and Insuror, 326 Union Ave., 
Elizabeth, New Jersey. 


Miss French (above), the hard-working, go-getter 
who owns and operates the agency, started in 
business for herself, on a modest scale, more than 
30 years ago. Today, with the highly competent 
assistance of long-time colleagues, Miss Ocum- 
paugh and Miss Kraus (see right), Miss French’s 
agency is a solidly established, prosperous, going, 
growing organization . . . one in which Standard 
Accident proudly claims charter membership. 


“Standard Accident has been part of my Agency 
from the very moment I decided to go into the 
insurance business on my own,” Miss French 
states. ‘‘And for more than 30 years Standard has 
been my ‘Number One’ Company.” 


She goes on to say, “‘ While there are many excellent 
reasons why I enjoy my association with Standard, 
your greatest asset can be found in the cooperative 
and wholly reasonable attitude of everyone asso- 
ciated with your Company. I’m proud to represent 
such a Company.” . . . You will be, too. Want to 
talk about it? 


Miss Ocumpaugh 








= 2 
22" STANDARD ACCIDENT 
Crsaes’ ed 
INSURANCE COMPANY 
640 TEMPLE AVENUE + DETROIT 32, MICHIGAN 
CASUALTY ¢ FIRE « MARINE ¢ FIDELITY e SURETY 


been paid for a total of more than $74% 
billion. Claims paid in allied casualty 
fields total more than $314 billion. 
These figures show that casualty and 
fire companies during the past 10 years 
have furnished $57 billion to citizens 
in need. 

Nearly 72% of the U.S. population 
had by the end of 1959 some form of 
health insurance and hospital expense 
protection through voluntary insuring 
organizations, Mr. Pierson pointed out. 
More than $5 billion in health benefits 
were paid to insured by voluntary 


insuring organizations in 1959, a 90% 





i 


Miss French Miss Kraus 
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increase over 1954. 

There is a tendency on the part of a 
few to regard the insurance business 
as a financial colossus which steadily 
grows larger and fatter at the public’s 
expense, Mr. Pierson said. The general 
philosophy is “let the companies pay; 
they have lots of money.” Insurance 
companies operate under the strictest 
state regulations, he noted in express- 
ing a hope that there would never be 
an attempt to hamper the private 
operation of the business by unwar- 
ranted federal statutes and regula- 
tions. 


Says Insurers Must Grow 


Mr. Pierson said that insurers must 
grow if they are to supply the needs 
of an expanding economy. But com- 
panies do not grow at the expense of 
the public. They do have lots of money 
with which to pay losses, he acknowl- 
edged, but it is the policyholders’ 
money, not the company’s, and the 
policyholders pay the losses in the 
long run. 

Of all the money paid for casualty 
protection during the past decade, he 
said, only 33% of the dollars paid by 
the public as premiums went to com- 
panies as compensation for their serv- 
ices. 


Tex. Board Asks Insurers 
To Form Multi-Form Unit 


The Texas board has invited the 
fire insurance business to form a 
special committee to recommend a 
basic form for use with multiple line 
fire coverage. The action followed re- 
quests submitted at the annual fire 
hearing last May of multiple line 
policies for motels by Texas Insurance 
Advisory Assn., Great American and 
North America. 


Industrial Indemnity 
Names Jack Wood 


Jack L. Wood Jr., has joined Indus- 
trial Indemnity as resident special 
agent for Oklahoma. He began his 
casualty insurance career—which in- 
cludes both company and agency ex- 
perience—more than 10 years ago. For 
a number of years he was branch 
manager of Traders & General at 
Houston. Most recently, he has been 
in charge of Oklahoma operations for 
that company. 


Shift Mass. Suit 


The $3 million suit against 38 insur- 
ers by Dowd Box Co. of Worcester has 
been shifted from the Massachusetts 
superior court at Boston to the federal 
district court there on petition of the 
insurers. The insurers charged breach 
of warranty in connection with a fire 
loss of more than $1 million, alleging 
that insured erected an unsprinklered 
building on its premises without no- 
tice to the insurers. 

Lumber Mutual has_ appointed 
George H. Sweezey chief casualty un- 
derwriter. 


TREATY +» FACULTATIVE 
EXCESS - CATASTROPHE 


UNDERWRITERS REINSURANCE SERVICE, INC. 
Tr'e: hone 1371 Feacht: 4 ME. Atlart e 
“rinity 2-4737 George ¥ President 
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Accident Proneness, Other Topics Are 


Analyzed In Teachers’ 


Accident proneness and its signifi- 
cance to insurance, the effectiveness 
of rating classifications, OASI statis- 
tics as a source for insurance employ- 
ment research, and teaching the anal- 
ysis of insurer financial statements 
are among the subjects treated in the 
latest issue of Journal of Insurance of 
American Risk & Insurance Assn. 

In his study of accident proneness 
and the uninsured motorist, Harold 
C. Krogh, professor at the University 
of Kansas, suggests that positive mea- 
sures can be taken for automobile ac- 
cident prevention. The insurance busi- 
ness must uvail itself of the increasing 
knowledge derived from research in 
psychiatry and psychology, of mental 
and emotional factors identified with 
automobile accidents. 


Must Recognize Symptoms 


More thorough insurance company 
planning could lead to the inculcation 
of individuals and business firms with 
the need to recognize symptoms of ac- 
cident-proneness, providing positive 
steps to arrest or prevent unnecessary 
injuries, and to alleviate the financial 
consequences of such injuries. Stated 
in a somewhat parallel manner, addi- 
tional attention must now be given by 
personnel in the insurance industry to 
constructive planning which recog- 
nizes individual differences and to 
placing the results of this coordinated 
planning effectively before insurance 
clients. Accident-proneness may be 
counteracted, thus conserving human 
values and reaching a more scientific 
risk treatment of insurance. 

Mr. Krogh points out that accident- 
proneness has import for the insur- 
ance business in many ways. It is sig- 
nificant to insurance as it is related to 
workmen’s compensation as well as 
general and personal liability cover- 
ages. The current study focuses upon 
the psychological factors of automo- 
bile and traffic accidents. Additionally 
it gives attention to identifiable fac- 
tors characteristic of both the unin- 
surable and financially irresponsible 
motorist. 


Employs Research Findings 


In its initial stages the study has 
been concerned with assimilation of 
information and knowledge derived 
from existing literature, recent re- 
search findings, and current case stud- 
ies of automobile vehicular acci- 
dents. Utilization of studies in profes- 
sional journals and the few available 
books on the subject in psychiatry and 
psychology can contribute to insur- 
ance company implementation of 
managerial decisions stemming from 
an organization’s own case experiences 
and findings. This may be identified 
as “research by transference.” Al- 
though not categorized as basic re- 
search, it may produce significant re- 
sults. One result might be much more 
extensive and careful attention to the 
ways in which such knowledge may 
be adapted sucessfully to risk man- 
agement and loss prevention techni- 
ques within industrial firms and other 
types of organizations. 

A later stage of the project requires 
examination of case situations, he 
writes. The impetus for this portion 
of the study will be based upon the 
availability of basic data from one or 
more state motor vehicle safety de- 
partments. 

Traditionally, accident proneness 
has been labeled as inherent, and per- 


Journal 


sons placed in such a category acquire 
a stigmatization. Analysis by some 
psychiatrists has led to the view that 
accidents are subconsciously purpose- 
ful acts which may bring to the victim 
a variety of psychological gains. Thus, 
on the subconscious level, some acci- 
dents are not “unplanned,” not “un- 
intentional.” 

This complicates the definition of 
an accident. A few studies indicate 


that inherent accident-proneness 
searcely exists, while transitory or 
mildly prolonged accident-proneness 


is widespread. 

A pronounced difficulty in securing 
reliable data in this area arises from 
the utter unwillingness of persons who 
are accident producers to _ identify 
themselves in any degree with the 
accident causation, Mr. Krogh writes. 
Many of the studies and statistical 
analyses point to the attainment of the 
almost irreducible minimum in acci- 
dent frequency and severity rates 


Geo. F. Brown & Sons, Inc. has one of the 
very few completely installed electronic 
computer systems in the industry. This sys- 
tem allows us to give you faster claim serv- 
ice and the all important factor of faster, 
more accurate figures for commission, bill- 
ings, etc. Even though we have the latest 
electronic equipment, we have not over- 
looked the importance of top-notch per- 


through safety guards, engineering 
techniques, safety committee educa- 
tive devices and campaigns. Such con- 
clusions in no way disparage the im- 
portance of the more traditional mea- 
sures. 

However, where accidents arise, the 
more promising scope of preventive 
attack is concerned with human fail- 
ings such as haste, preoccupation dis- 
traction which may relate in turn to 
emotional strain or conflict resulting 
from anxiety, anger, fear, frustration, 
hate, aggression and guilt. Thus in- 
creasing significance is attached to a 
newly detected factor in the etiology 
of accidents, identified as the person- 
ality factor, an intrinsic contribution 
arising within the individual, impelled 
by emotional strain or conflict. 


Group Constantly Changes 


An interesting finding in a recent 
study is that when the period of ob- 
servation is sufficiently long, the small 
group of individuals who are respon- 
sible for most of the accidents is 
really a changing group with new per- 
sons moving in and many persons 
moving out of the group. 

Some individuals may remain highly 
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accident-prone throughout life, and 
are thereby the truly “accident-prone” 
individuals, he writes. However, it now 
appears likely ( a distinct departure 
from the findings of earlier studies) 
that they contribute only a relatively 
small percentage of all the accidents. 
Considering a great span of years, al- 
most any normal individual, under 
emotional stress, may become tempor- 
arily accident-prone, and may experi- 
ence a series of accidents in rather rap- 
id succession, but most such persons 
develop defenses against emotional 
conflicts and thereby remove them- 
selves from the accident-prone group 
within a relatively short period of time. 


Dispute Measurability 


Currently there is much dispute 
that accident-proneness is a measur- 
able quality. Seemingly, expectations 
from earlier studies have fallen short 
of realization in this respect. 

Anti-social behavior seems to be as- 
sociated with traffic accident involve- 
ment. Research problems in the area 
of the financially irresponsible motor- 
ists are intertwined with psychologi- 
cal factors, defective personal traits, 

(CONTINUED ON PAGE 36) 


sonnel gathering the data and assembling 
it in order to provide the best service pos- 


sible to our accounts. 

Our markets are world-wide and offer pro- 
ducers a full scope of coverage for their 
needs. For your particular problem in Fire, 
Public Liability, Automobile, Accident, 
Professional Indemnity, and all forms of 
Special Risks, write or call us. 
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Chicago 4, Illinois 


WAbash 2-4280 








18 


HeNATIONAL UNDERWRITER 


Slawsby Points To Package Problem 


The better job an agency does of 
selling broad property coverage and 
adequate amounts of consequential 
and contingent, the poorer. that 
agency’s experience is likely to prove, 
Archie Slawsby, Nashua, N.H., past 


president of National Assn. of Insur- 
ance Agents, told Maine Professional 
Insurance Society at a recent meeting 
in Portland. 

Companies have encouraged agents 
to embrace the package concept and 
to sell contingent coverages, he said. 


It is time for agents to urge that com- 
panies accept with grace and under- 
standing the losses that are bound to 
result. 

Mr. Slawsby pointed out that the 
introduction of the package concept 
has caused the progressive agent to 
pile up large amounts of liability in a 
single company. Whereas formerly 
this occurred only in personal lines, 
today it is true of commercial risks as 
well. 


Before the introduction of home- 


owners, he said, eight or 10 policies 
might be written on a dwelling valued 
from $80,000 to $100,000. Often there 
would be a personal property floater 
on the contents. The result was that 
most fire companies had at most 
$10,000 on a single unprotected risk of 
this class. 

Today, one home may be insured 
for $80,000, under a homeowners C. 
Besides the $40,000 blanket contents, 
the policy incorporates some modest 
schedules totaling $20,000. The com- 
pany also has a potential liability un- 
der its additional living expense. If a 
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fire strikes and cannot be controlled, 
the insurer could sustain a loss of 
$140,000 or more. 

Mr. Slawsby cited a recent loss, 
covered by a commercial property 
floater, in which the face amount of 
the coverage was $90,000, although 
the loss actually amounted to only 
$80,000. This risk would have been 
insured 10 years ago under six fire 
policies, he said. At that time there 
was a burglary policy with a theft 
rider. In effect, too, was a water dam- 
age policy handled through the cas- 
ualty market, and the inland marine 
market provided a transit policy. If a 
fire had occurred then, the risk would 
have been spread. Neither the casualty 
nor the marine account would have 
been affected. When a loss strikes to- 
day, the whole account is bad. 
Premiums Discounted 25% 

This piling up of large amounts of 
liability in a single company has de- 
stroyed the spread of risk principle, 
Mr. Slawsby continued. Worse still, 





premiums have been discounted about ‘ 


25% and coverages have been broad- 
ened. 

Reinsurance does not provide ef- 
fective protection, he maintained, be- 
cause collecting from _ reinsurers 
means that the recovery, like a loan, 
must be paid back at high rates of 
interest. 

He expressed concern over the poor 
experience occurring when _ business 
interruption is carried with the prop- 
erty cover. When mercantiles carry 
consequential, he said, insured tends 
to avoid the damaged inventory. He 
doesn’t want to salvage merchandise 
because disposing of it at retail is ex- 
tremely difficult. In any case, if the 
disposal sale is successful, insured 
gains nothing, because the profit and 
continuing expenses will be credited 
against his collectible business inter- 
ruption loss. Also, Mr. Slawsby said, 
experience has shown that when dam- 
aged inventories are salvaged through 
proper channels by professionals, re- 
covery to insured is much less than 
if he salvaged the inventory himself. 


Hartford Makes Changes In 
California, Washington 


Several claim office changes have 
been announced by Hartford group in 
California and Washington. 

A new claim office has been opened 
at Reseda, Cal., to handle casualty 
and automobile claims. Richard Hen- 
ning will be in charge there. 

Charles R. Twede has been appoint- 
ed claim manager at Yakima, Wash., 


replacing W. Wayne Phister. He has } 


been with Hartford since 1951, spend- 
ing several years as assistant super- 
visor in the claim department at San 
Francisco and as claim adjustor at 
Seattle. 

Mr. Phister has been transferred to 
the Redding, Cal., claim office, re- 
placing Daniel G. Morrow, who has 
been moved to Stockton, Cal. Mr. Phis- 
ter has been with the company since 
last year. 

Pennsylvania has several changes in 
its WC compensation laws. One of 
them increases the liability of em- 
ployers for burial costs from $500 to 
$750, effective Oct. 8. Another requires 
employers to furnish replacements for 
artificial limbs or eyes and to furnish 
such continued medical care as may be 
required in connection with injuries 
necessitating the use of such appli- 
ances, without regard to amount. A 
third prohibits compensation payments 
to members of the Pennsylvania militia 
if they are covered by any federal 
benefit laws. 
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He NATIONAL UNDERWRITER 


Today’s Risks Of Great Magnitude Grow In Value, Variety 


(CONTINUED FROM PAGE 2) 


chemical industry and its vast expend- 
itures for research. The greatest 
growth in the chemical industry has 
been and will continue to be in the 
petrochemical field, he said. Plastics 
are leading the field. The most excit- 
ing plastics are the polycarbonates. 
They are replacing metals because 
they are superior—not just substitutes. 
A concerted drive is on in the petro- 
chemical field to utilize more hydro- 
carbons. 


Urge To Build Rapidly 


As promising new products and new 
processes are discovered, there is the 
urge to build prototype plants and get 
into procaction as rapidly as possible 
to reap the profits before competition 
sets in or still newer processes or 
materials might make a _ production 
plant obsolete. With all of these pre- 
dicted expansions and new develop- 
ments will come greater concentration 
of values exposed and many new haz- 
ards. 

Insured losses resulting from fire 
or explosion of ordinary chemicals, 
such as ammonium nitrate for fertili- 
zers, have been severe and at inter- 
vals too close to be of comfort to the 
underwriter, Mr. Berry noted. The re- 
cent large loss in Tennessee caused by 
explosion in an analine plant is an 
example of what can happen with 
more sophisticated processes. Even 
though the design and concentration 
of this unit reflected a prior know- 
ledge of the potential hazard and every 
reasonable safeguard was provided, 
precious lives were lost and the prop- 
erty damage and business interrup- 
tion loss is estimated at $84 million. 


Concentration Points Shift 


A recent survey shows that con- 
centration points in the chemical in- 
dustry have shifted considerably in 
recent years—50% of the industry is 
now concentrated within 66 counties. 
Cook County, IIl., leads with 5.8%. Los 
Angeles is next at 4.5% and Philadel- 
phia next with 1.7%. 

The natural gas industry now sup- 
plies 26.5% of the country’s energy 
requirements, he said. Several addi- 
tional large long pipelines are under 





Name Insurance Unit 
To Aid Grand Jury 


An insurance committee has been 
named by a Bronx grand jury and the 
district attorney there, Isidore Dolling- 
er, to aid in fighting insurance frauds 
perpetrated in connection with automo- 
bile accidents. The grand jury has been 
investigating the situation in the Bronx, 
which is said to be very bad, with 
particular emphasis on the two-car 
racket. 

Members of the new committee are 
Alfred J. Bohlinger, former New York 
insurance superintendent and now a 
New York attorney, representing Na- 
tional Assn. of Independent Insurers, 
William Fox Jr., eastern manager of 
American Mutual Insurance Alliance, 
H. Clay Johnson, president of Royal- 
Globe, representing Assn. of Casualty 
& Surety Companies, and Michael J. 
Murphy, general manager of New York 
State Assn. of Mutual Casualty Com- 
panies. 

Representatives of the district at- 
torney’s staff, of the grand jury, and of 
committees on discipline of local bar 
associations will be added to the com- 
mittee. The group will explore methods 
of eliminating fraudulent and exag- 
gerated claims against insurers. 


construction. Others are being planned. 
These will be bigger in the future. 

The construction of plazas in many 
larger, older cities to rehabilitate 
rundown areas and pump life into 
the entire economy, and development 
of huge shopping centers, he said, re- 
quires new skills on the part of the 
underwriter. 

The multi-story factories of old are 
rapidly giving way to the spread out, 
more efficient, single story structures 
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on the job 
almost before 
you 
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of today which, with literally acres of 
unbroken area, are much more suit- 
able for long production and assembly 
lines. The trend continues unabated 
in this direction, particularly in the 
heavier machinery classifications. The 
underwriter’s concern, of course, is 
the lack of cut-offs or fire barriers of 
some kind. Fires at one end can 
readily spread the length and breadth 
of the building. The Livonia fire is a 
case in point with an insured loss of 
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more than $30 million. 

In urban areas now, extremely val- 
uable property is being used for park- 
ing lots on the ground level only, he 
said. It is inevitable that machine 
type parking garages will be built, 
handling 500 to a thousand or more 
cars, many stories in height. A fully 
automatic 8-story parking machine 
recently built in London, a pigeon- 


hole type accommodating 500 cars, is 
of the open rack type construction en- 
tirely of unprotected steel. 

This type of structure will pose a 
problem for 


new underwriters: A 
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susceptible structure with automatic 
elevators and other valuable gear 
housing a concentration of, $2 to $4 
million worth of cars each with a tank 
of gasoline and in many instances ex- 
posing valuable property on either 
side. 

TV towers are getting taller, he re- 
ported. Several are more than 1,000 
feet high. They represent $1 to $1% 
million in value, and the bodily in- 
jury exposures can be very large, as 
much as $2% to $3% million per year. 
Furthermore, if the tower crashes, it 
may destroy other valuable property. 


HeNATIONAL UNDERWRITER 


The broadcasting equipment often lo- 
cated within falling range can run into 
hundreds of thousands of dollars. 


Number Increasing 


With the advent of satellites and 
intercontinental missiles, the number 
and size of radio-telescopes is in- 
creasing rapidly for tracking purposes, 
Mr. Berry reported. Even though 
many are eventually government- 
owned, their design, erection and in- 


itial operation by private industry 
concerns the business as_ builders 
risks. 


The largest radio-telescope designed 
to date is now under construction at 
Sugar Grove, W. Va., scheduled for 
completion early next year. Its dimen- 
sions are fabulous. The parabolic re- 
flector of aluminum mesh is 600 feet 
in diameter or 6% acres in area. 
This huge dish is mounted almost 
500 feet in the air on roller bearing 
quadrants to permit swinging in the 
vertical direction. The entire assembly 
is carried on roller bearings on a cir- 
cular track 600 feet in diameter to 
permit pointing in any direction of 
the compass. Superimposed upon this 
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gigantic reflector is a tripod with its 
apex at the parabolic focus. A small 
control room at the apex, carrying the 
pick-up instruments, is 667 feet above 
the ground—more than 100 feet higher 
than the Washington monument. The 
movable weight is nearly 200,000 tons. 


$80 Million In Value 


The total cost of the project will be 
about $80 million, the initial amount 
under builders risk was $35 million. 
The laboratory, with electronic con- 
trol equipment and digital computers 
necessary to service this giant, is 
alone valued at over $4% million. 
The superstructure required to erect 
the telescope consists of two units, 
450 feet in height, being the equiva- 
lent of the steel frame of a 45 to 50 
story modern office building. 

The concentration of values in 
bridges and tunnels with their catas- 
trophic loss possibilities long have 
concerned the insurance’ engineer, 
Mr. Berry said. George Washington 
Bridge, built in 1931, cost $76 million 
with approaches. The second deck now 
under construction will bring the total 
to $183 million. The Lincoln Tunnel’s 
first two tubes, completed in 1937 
and 1945, cost $88 million. The third 
tunnel, opened in 1957, cost $95 mil- 
lion, more than the first two tubes 
combined. 


Computers Are Valuable 


Electronic computers may be large 
and extremely valuable. More than 
600 have been leased or sold. Their 
price runs to more than $3% million. 
Even the medium computers, of which 
2,800 have been leased or sold, range 
in cost from $100,000 to $1 million— 
a lot of liability concentrated in a rela- 
tively small area. 

Unless something completely un- 
foreseen happens, Mr. Berry said, the 
growth trends in population, industry 
and values, and the incidence of 
catastrophes, as presaged by past ex- 
perience, will continue to follow the 
general pattern for the near future. 
This includes the certainty that even 
in the short span of 10 years or so 
the energy and money now being de- 
voted to research and development 
will result in the creation of startling 
new products and new industries, and 
new exposure problems for the insur- 
ance engineer and underwriter. 


Farwell Enovaiive V-P 


Frank L. Farwell has been ap- 
pointed executive vice-president of 
Liberty Mutual and Liberty Mutual 
Fire. Mr Farwell has been vice-presi- 
dent in charge of the New England di- 
vision. He joined the group in the 
claims department in 1934, was trans- 
ferred to the financial department, be- 
came assistant treasurer in 1947, and 
vice-president in 1959. 

Phoenix of London has appointed 
Norris C. Blackburn special agent in 
Tennessee under the supervision of 
J. C. Hughes, manager at Nashville. 
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HteNATIONAL UNDERWRITER 


Urges Partnership Of Companies, 
Agents To Preserve Agency System 


There has never been a time when a 
partnership of companies and agents 
was more necessary for the future of 
the agency system, John Adam Jr., 
president Worcester Mutual Fire, told 
a meeting of Massachusetts Insurance 
Agents Assn. at Amherst. If companies 
and agents are unable to reverse the 
invasion of non-agency companies, 
both will share in the loss. If they 
unite to develop a marketing program 
which the public considers superior to 
that of non-agency companies, then 
they will share in the profit. 

Until 1930 if an individual had want- 
ed to forego the services of a local 
agent ana buy direct from a company 
he would have needed these quaifica- 
tions, Mr. Adam said: 

—A full knowledge of policy con- 
tracts for all lines and of latest devel- 
opments in the business. 

—Ability to compare benefits and 
services offered by different compan- 
ies. 

—Sufficient insurance that his pre- 
miums would make him a factor in the 
company. 

—Knowledge of how and when to 
make a claim. 

—Familiarity with claim practices 
and procedures so that he could protect 
his rights. 

—Recognition of the conditions nec- 
essary to endorse his policies so that 
they did not become void. 

—A complete record of expiration 
dates and a system for checking to see 
that each policy was renewed on time 
and in the right form. 


Intramural Squabbles 


All these services, Mr. Adams pointed 
out, were furnished by the local agent. 
Yet the agencies continued to lose 
ground to non-agency insurers, and the 
business was beset by intramural 
squabbles. 

Mr. Adams disagrees with those who 
feel that the difficulties between agents 
and companies arise from lack of 
communication. He believes the prob- 
lem is lack of trust. Agents often voice 
suspicion of a company’s motives. They 
seem to fear that companies will “sell 
agents down the river” to protect their 
own interests. Time and again he has 
heard agents express the fear that 





Registration For Education 
Courses In Chicago Sept. 1 


Registration for insurance education 
courses being sponsored this fall in 
Chicago by CPCU, Insurance Society 
of Chicago and Insurance Distaff Ex- 
ecutives Assn. of Chicago will be con- 
ducted Sept. 1 and Sept. 5 and 6 in 
Room 1041 Insurance Exchange Build- 
ing. This is the midwest office of In- 
surance Information Institute. 

CPCU offers the study courses for 
the various parts of its examinations; 
Insurance Society’s program is de- 
signed to prepare qualified students for 
examinations of Insurance Institute of 
America, and IDEA has an introduc- 
tion to insurance course for women 
only. 


Hartford Fire Scholarship 
Hartford Fire has awarded its full 
tuition scholarship at Trinity College, 
Hartford, to Rex W. Orbell of Phila- 
delphia. He is the fourth student to 
receive the scholarship. Recipients are 
given the opportunity to work at reg- 
ular salary for the company during 
vacations and summer recesses. 


some move by a company was the first 
step toward direct writing. 

On the other hand, he said, some 
managements feel that agents are will- 
ing to make changes necessary to 
maintain or recapture a market. They 
believe that many agents are content 
to have a decreasing share of the mar- 
ket as long as they continue to make 
more money on that share. 


Trust Needs Strong Foundation 


Trust can only be built on a strong 
foundation, he stated. The agency sys- 
tem has demonstrated for many years 
that it provides such a foundation. The 
business does not face a decreasing 
market where there is a scramble to 
see who can keep the largest portion. 
Rather, it faces an expanding market 
where companies and agents have 
identical interests. 

Since the foundation is strong, he 
said, the mistrust that exists must be 
based on a fear for the future. Too 
many companies and agents have been 
guided by short term interests, he 
opined. Any advantage which compa- 
nies gain at the expense of agents, or 
vice versa, can only be a short term 
advantage. 

He urged that every proposal for 
change in the business be examined on 
the basis of the only long term criteri- 
on—what is best for the public. Future 
prosperity will depend on putting pub- 
lic interest ahead of company-agent 
quarrels, he said. The time has come 
for producers and companies to put 
forward leaders interested in building 
trust rather than individual gain. 


McLean Sales V-P 
Of American Surety 


Sutherland McLean has been named 
vice-president in charge of sales by 
American Surety 
and Pacific Na- 
tional. He will in- 
itiate a new sales- 
research and busi- 
ness development 
program at _ the 
administrative of- 
fices in New York. 

Mr. McLean was 
formerly with 
General of Seattle 
as manager of its 
northwest division. 
He has been active 
in devising programs on general man- 
agement and agency development. He 
is the originator of a 100,000 word man- 
ual dealing with the selection, training, 
remuneration and production sched- 
ules of salesmen at the agency level. 


Sutherland McLean 


& is. 


California Agents Holding 


Regional Meeting Series 

Regional meetings of California Assn. 
of Insurance Agents are being held 
during the last two weeks in August. 
Each of the CAIA’s three officers will 
report to members in a different sec- 
tion of the state on association activi- 
ties and industry developments. Presi- 
dent J. C. Schroeder of Chico will be 
the principal speaker at meetings in 
southern California; Vice-President 
Harry R. Schoreter Jr., Oakland, will 
handle northern California meetings, 
and Secretary-Treasurer Gleeson 
Payne will make the central California 
tour. 

Meetings in southern and northern 





California are being held Aug. 21-25. 
Central California meetings are sched- 
uled for Aug. 28-Sept. 1. Every pro- 
ducer affiliated with the association 
has been invited to attend the meet- 
ing in his area. The regional meetings 
are held regularly twice each year— 
one series in mid-winter and the other 
in late summer. 


Buffalo Names Macy in 


Southern California 


Buffalo has appointed W. S. Macy 
special representative in southern Cal- 
ifornia. He has been in the business 
more than 30 years, primarily in pro- 
duction. He began in the home office of 
Northwestern Mutual and was manag- 
er at Tacoma and San Francisco. He 
was with New Amsterdam Casualty as 
agency supervisor at St. Louis and later 
manager there. More recently he was 
with Royal Exchange as manager at 
Los Angeles. 

He is past president of Casualty In- 
surance Assn. of Southern California. 


National Union Appoints 

Charles A. Staier Jr. has been ap- 
pointed marine special agent and su- 
pervisor for the Philadelphia office of 
National Union companies. He formerly 
was marine supervisor for Home. 
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Mutual Of Omaha Has 
Booket On Relieving 
Worry And Tension 


Mutual of Omaha has released a 
booklet titled “How to Kick Worry and 
Tension Out of Your Life Forever,” the 
second in a series of educational book- 
lets. 

The 39-page booklet, a guide to suc- 
cessful living, outlines four keys to 
boosting income, improving basic 
health, and making money buy more. 
The introduction points out the three 
enemies that can stop people from at- 
taining this success—worry, tension, 
and apprehension. 

Key no. 1 shows ideas for elevating 
health by eliminating emotionally in- 
duced illness, the improper control of 
nervous tension, worry, and apprehen- 
sion. 

Giving the secrets of success on the 
job, is key no. 2. Six steps are outlined 
for attaining genuine success. The 
many pressures and self-doubts that 
cause so much tension, it is said, can 
be removed when these goals are 
reached. 

Key no. 3 shows how to kick finan- 
cial worry through planning and key 
no. 4 explains how to drive out the big- 
gest financial worry—the loss of a pay 
check through personal disability. 
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Editorial Comment 
Another Cart Before The Horse 


A persistent fallacy that has gained 
currency in the business is that there 
is “public demand” for this or that 
form of policy. The truth is that the 
public—excluding professional buyers 
of protection for large corporations— 
does not demand any particular policy. 

There are even indications that the 
public in the main, does not know 
what coverage it now has. Harleysville 
Mutual group recently took a survey 
among policyholders to determine what 
impression insured had of the group. 
It was learned that among other areas 
of ignorance, many policyholders did 
not know the meaning of the terms 
“casualty,” “mutual,” “indemnity,” and 
“non-assessable.” Thus, they had no 
grasp of what type of insurance they 
had bought, much less an understand- 
ing of the content of the contracts. 

Those who attribute development of 
policies and special forms to public 
demand apparently have not learned 
that there are few subjects on earth to 
which people are more apathetic than 
they are to the technical features of 
insurance. A lecture on embalming 
techniques in ancient Egypt would 
probably attract more customers than 
would a dissertation on and explana- 
tion of the content and meaning of a 
homeowners policy. Regrettably, the 
only phase of insurance that seems 
to attract the public in the mass is the 
price tag. 

“Public demand” is a mistaken con- 
cept that has been confused with pub- 
lic acceptance. There is plenty of the 
latter. When an enterprising company 
comes up with what appears to be a 
novel type of policy—particularly 
when price is a factor—the public 
responds with alacrity. Many buy it, 
and other approach their customary 
source of protection to see if the new 
policy is available. The companies 
which lack the product are soon forced 
to develop an attractive and matching 
alternative. This is dictated by public 
acceptance of the originator’s idea and 
not by public demand. 


It is important to distingush be- 
tween the two. Those who refer to 
public demand are saying, in effect, 
that people in the mass originate cov- 
erage ideas. They do not. Some lonely 
and creative insurance man germin- 
ates the idea, and the next thing he 
knows, it is in the hands of a commit- 
tee of his associates and superiors 
where it is scrutinized, improved, 
priced and brought to market. 

Lack of public demand is not peculi- 
ar to insurance. People did not demand 
automobiles. They laughed at the first 
models and cussed them out for fright- 
ening their horses. But they soon ac- 
cepted gas buggies, and today many 
accept the concept of a yearly trade-in 
just to get a new style tail fin. The 
business men of Alexander Bell’s day 


did not demand a telephone. They de- 
rided the idea. Later they accepted it. 
Today, most teen-agers demand their 
own phone. 

It is always public acceptance of an 
innovator’s idea that leads to public 
demand for a supply of the product 
from many sources. The public has a 
wistful desire for certain benefits: To 
be able to travel at high speed in 
comfort, to talk to people miles away, 
and to have losses paid. But the pub- 
lic has no idea whatever of how to 
attain these blessings. If it had, people 
like Ford, Bell and creative insurance 
men would be a dime a dozen. 

The idea of public demand for prod- 
ucts is dangerous in any business, 
including insurance. In the latter, it 
may induce companies to sit with hand 
cupped to ear, waiting for public out- 
cries for certain coverages. The call 
will never come. The companies would 
be better occupied creating innovations 
that will gain acceptance. Then they 
can sit back and watch their competi- 
tors being besieged by the ensuing 
“demand.”—J.N.C. 





William G. Stephens Jr. and Frank 
G. Chandler, who were recently named 





~ 


W. G. Stephens Jr. Frank G. Chandler 


to the top posts in Blue Goose Interna- 
tional, have had long and varied insur- 
insurance careers. Mr. Stephens, most 
loyal grand gander, is owner of an At- 
lanta general agency. He is past pres- 
ident of Georgia Assn. of Managing 
General Agents and of Stock Fire In- 
surance Field Club of Georgia, and 
past most loyal gander of Georgia 
pond. Mr. Chandler, who was elected 


grand supervisor, is the Canadian 
manager of Pearl. He started in the 
business with Norwich Union, was 
subsequently with L.L.&G., and joined 
Pearl in 1942. He is past most loyal 
gander of Ontario pond. 


Joseph H. Bishop Jr., executive vice- 
president Cleveland Insurance Board, 
was among 34 of the nation’s execu- 
tives named to receive the Chartered 
Association Executive award of Amer- 
ican Society of Association Executives. 
The award, initiated this year, follow- 
ing a five-year study by ASAE, is de- 
signed to give special recognition to 
qualified association executives who 
have acquired broad backgrounds in all 
phases of association management and 
met rigid requirements covering edu- 
cation, experience, training, associa- 
tion achievement, etc. 


H. Clay Johnson, executive vice- 
president of Royal-Globe, is the Re- 
publican candidate for mayor of Rye, 
N. Y. The campaign has been enliv- 
ened by the challenge of a Democratic 
voter that Mr. Johnson is a resident of 
Port Chester and not Rye. Mr. Johnson 
answered the charge by pointing out 
and that he sleeps mostly in Rye. The 
Westchester board of elections has up- 
held Mr. Johnson’s position. 
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E. WARREN SMALL, 64, secretary 
of Hawaii Fire Rating Bureau, died in 
Honolulu. A native of California, he be- 
gan his career there in 1922 upon grad- 
uation from Stanford. He served as a 
fire engineer at San Francisco for the 
Board of Fire Underwriters of the Pa- 
cific and later was special agent in Cal- 
ifornia. In 1939 he went to Hawaii as 
assistant secretary of HFRB, becoming 
secretary in 1946. 


GUS HENDERSON, adjuster with 
the Birmingham adjusting firm of Ma- 
son Dillard & Co., died there after a 
long illness. 


HOWARD G. McGEE, 60, executive 
vice-president Reid-McGee agency of 
Jackson, Mich., died at the Mayo Clinic. 
He had been at the clinic for two weeks 
for surgery. Mr. McGee was associated 
with the agency for 35 years. 


SAMUEL U. MAAS, Jr., 52, an agent 
at Battle Creek since 1929, died. He 
suffered a heart attack while at the 
wheel of his car just after leaving a 
restaurant where he had dined with a 
friend. 


HAROLD F. LARSON, 55, vice-pres- 
ident of Fred S. James & Co. agency of 
Chicago, died after short illness. He 
started with James & Co. in 1947 asa 
brokerage department clerk. He was 
later advanced to unit head, brokerage 
manager and second vice-president. In 
1960 he was elected vice-president in 
charge of the property department. Be- 
fore joining James & Co., Mr. Larson 
was an underwriter for a Chicago 
agency. Prior to that he operated his 
own business in Winnetka, IIl. 


LAWRENCE E. BROWN, retired 
manager at Staten Island, N. Y., for 
General Adjustment Bureau, died. He 
joined the bureau in 1938 at Jersey 
City. 


McKENDREE J. SCRUGGS, 57, 
Nashville adjuster, died at his home in 
Madison, Va., after a long illness. He 
had been with Liberty Mutual for 15 
years before becoming an aduster seven 
years ago. 


L. A. ROUSSEL, 65, who was until 
his retirement last December Missis- 
sippi fire manager of Employers Fire 
with headquarters in New Orleans, died 
there. He had been with Employers 
Fire 18 years. 


JOHN W. BARRETT, prominent in 
Cleveland insurance circles for nearly 
40 years, died in St. John’s Hospital 
after a sudden illness. He was chair- 
man of Richey-Barrett agency in near- 
by Lakewood and had been its presi- 
dent until this year. He was a former 
president of Cleveland Insurance 
Board and trustee of Ohio Assn. of In- 
suance Agents. 


THOMAS G. GORMAN, 68, who re- 
tired in 1958 as executive sales director 
of the New York State Fund, died at 
his home in Brooklyn, N. Y. He had 
been with the fund for 44 years. Since 
retirement he had been an insurance 
consultant. 





Palmer Glass Service of Chicago 
Heights, Ill., is holding a special invi- 
tation open house to acquaint insur- 
ance personnel and body repair men 
with its new branch and facilities at 
Dixmoor, Ill. 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Beard of Brade Building, Chicago 


Continental Insurance, on the Big Board, was a standout in the insurance 
stock market last week. This giant usually moves up or down fractions but last 
week it acted like an electronics issue. It was up better than 5 points for the 
week and closed at a new all-time high mark of 69. The upward surge in the 
general market caused buyers to smack their lips at this chance to buy the 
CI massive common stock portfolio at a big discount. 

This may serve to improve the market in some of the other fire-casualty 
stocks that are heavily committed to equities. Great American, with better 
than 60% of assets in common stocks, edged up after a decline due to the 
report of a hard six-months in underwriting. Home Insurance was up another 
point despite an unhappy six-months. Hanover was plus 244, Maryland Casualty 
1%, St. Paul and Springfield each 2, and U.S.F.&G. 14%. Agricultural was 2 
better. Fireman’s Fund, still digesting the 49,500 share offering at 6542, slumped 
to low pid of 60%. The offering of 53,500 shares of Federal at 74 still had not 
been absorbed by week-end. Lower were Aetna Fire, down 2, North America, 
3, (consolidating after fast runup), Pacific Indemnity 2% and Phoenix 6. 

Northwestern National of Milwaukee, with an exceptionally dynamic port- 
folio of common stocks sold at 113, up 4. 

—iil— 

In the life list Monumental Life at 79 was 6 higher, Franklin Life was 3% 
better, Jefferson Standard plus 2, Lincoln National minus 3, Mass. Protective 
plus 2 and U.S. Life again forged ahead 2%. 

College Life broke into the 100 range. Federal Life & Casualty is a recent 
newcomer to the century group. Continental Assurance, recovering all of its 
recent selloff, was approaching the level of 200 following the recent stock 
dividend. Liberty Life, responding to news of a 20% stock dividend, was 2 
better, at 32 bid. Liberty National Life went up 8 to 88. Republic National Life 
continued on into new high ground; at 77 bid it was 4 points higher. United 
Insurance after a period of rest, got moving again and was up 1} points. Com- 
monwealth Life, at 50, was up 6. (On Monday it had gone to 54% bid.) South- 
land Life, at 144, was 4 higher. 

General America Corp has now reached the 200 level. 

Aetna Life and Travelers were draggy, each being off a point or so. 

Gulf Life had an overnight sinking spell on the announcement that plans for 
a merger with Life & Casualty had been dropped. The market declined nearly 
three points, before buying set in again, despite the fact that six month earn- 
ings were up. Life & Casualty stock was not affected, remaining in the 27 range. 

American National, after a period of hesitation at the 13 level, broke through 
on heavy buying and closed the week at 141% bid. On Monday the bid was 15. 
A one-point advance here is a substantial accomplishment since there are 
33 million shares and each point up adds $33 million to the total share valu- 
ation of the company. 

ane f TDi 

The specutacular runup in the market for United Services Life (to the 130 
range), calls attention to the fact that American Life of Alabama (executive 
offices Dallas) has a big stake here, owning 51,806 shares of United Services. 
At the market this is now a $7 million investment. American Life also has 
3,730 shares of Great American Life Underwriters, which at $1,900 per share, 
now represents a total of $7 million. 

Beneficial Standard Life responded to much improved earnings for the six 
months and gained 344 points during the week, to 37% bid. 

Federal Insurance Co. stock was still being offered on Monday and the 
price had been reduced to 7334 from 74 from a block of 53,500 shares. 

Bankers National Life continued its upward course to 54 bid, plus 5 for the 
week. Fidelity Bankers Life went up 1% points to 153%. Kansas City Life 
added another 100 points to 2350. National Life & Accident regained its year’s 
high of 186. Security Life & Trust, at 71, was plus 2. United Services Life lost 
5 points of its recent meteoric rise and closed the week at 127 bid. 

Civil Service Employees Insurance Co. of San Francisco proposes a 2-1 stock 
split. They are presently offering 3,566 shares of treasury stock at $190 per 
share to add $677,540 to surplus. The aim is to come up with $5 million of 
policyholders surplus by December 31. The company has commenced operations 
in Colorado and is preparing to enter Florida. In all states except California 
and Oregon they are now writing insurance for persons other than public 
employees. 

—IIl— 


The big play in All-American Life & Casualty, which took the stock quickly 
from about 15 to 22, caused excitement in other and even newer issues around 
Chicago. (All American is a well-developed and growing company.) Inland 
Life, which came out to the public in May at $4 and had gotten up to the 
7 level, advanced overnight to plus 10, then retreated a point. Illinois Mid- 
Continent Life got a whirl, going up from 7 to better than 11, then fading 
rapidly to 9. 

Electric Bond & Share increased its investment in Lincoln National Life 
from 5,000 to 22,600 shares. Delaware Fund invested in 30,000 shares of 
Commonwealth Life and eliminated its holdings of 25,000 shares of Maryland 
Casualty and 27,000 of American Insurance. They increased their Insurance 
Co. of North America from 5,300 to 10,000 shares. 

Fidelity Fund eliminated its holding of 3,800 shares of Franklin Life. 
Fiduciary Mutual Investing Co. Inc. added 5,000 shares of Transamerica as 
a new investment and went up on Aetna Fire from 1,000 to 2,000 shares. 
Imperial Fund increased its investment in American Life Companies Inc. 
from 12,500 to 25,000 shares and Security Life of Minnesota from 10,000 to 
20,000. Wall Street Investing Corp. as a new investment added 3,000 shares 
of Glens Falls and 2,000 Loyal Protective. Value Line Special Situations Fund 
Inc. increased its shares of United of Chicago from 5,120 to 7,500. 
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Insurance Litigation 
In Ill. 1s Summarized 


Illinois Insurance Information Serv- 
ice has distributed to its members fi- 
nal statistics on the 1960-61 court term 
in the 101 downstate Illinois counties, 
with which are incorporated the exper- 
ience in Cook County compiled by Cook 
County Jury Verdict Reporter. 

Monthly reports of personal injury 
litigation in Illinois is compiled by IIIS 
under the title Illinois Jury Verdict 
Reports. The figures offer a complete 
rundown of all court decisions in which 
IIIS members are involved. The com- 
panies reporting are Illinois National, 
State Farm Mutual Auto and State 
Farm F.&C., Country Mutual, Millers 
Mutual of Alton, Allstate and National 
Emblem, Economy F.&C., Lumbermens 
Mutual Casualty, Zurich, Freeport, 
Motor Vehicle Casualty, Continental 
Casualty, Suburban Casualty, Chicago 
Motor Club, Farmers Auto of Pekin, 
and Security Mutual Casualty. 


Summary Given 


The summary of personal injury liti- 
gation in all Illinois courts shows 376 
verdicts favoring defendants, 345 fav- 
oring plaintiffs and 32 deadlocked 
cases. Total damages awarded were 
$4,405,246. Defendants won 52.3% of 
the time and plaintiffs 47.7%. 

The average successful plaintiff in 
Cook County received an award of $13,- 
314 and downstate he received $10,- 
901. The Illinois average was $12,760. 

Thomas F. Reynolds, general man- 
ager IIIS, comments that the Cook 
County average verdict was a “re- 
sounding descent from the $22,429 av- 
erage of the 1959-60 court term. It was 
also notably undder the $15,933 which 
was the Cook County average of mid- 
term on Dec. 31, 1960.” 

Mr. Reynolds explains that the court 
statistics of the results of member 
companies in the 753 cases in Illinois 
represents a thorough review of insur- 
ance litigation. Heretofore the compa- 
nies have had to rely on their own 
statistics and on intuition or surmise as 
to trends. The data is carried into ver- 
dict experience by counties and an in- 
dex lists the appearances of medical 
expert witnesses. 

Cook County Favors Defense 

Another item on which Mr. Reynolds 
comments is the preponderance of 
Cook County over downstate juries in 
findings for the defense. In Cook Coun- 
ty there were 312 verdicts for defen- 
dants, 267 for plaintiffs and there 
were 31 cases deadlocked. Total dam- 
ages awarded the plaintiffs were $3,- 
554,957. In the remainder of state, 64 
verdicts favored defendants, 78 the 
plaintiffs and there was one deadlock. 
Total damages came to $850,288. 

In a breakdown of downstate deci- 
sions by the nature of the case, the 
IIIS summary shows 108 traffic cases 
involving collisions, with 46 verdicts 
for defendants and 61 for the plaintiffs 
with one deadlocked jury. Forty-two of 
these cases involved head-on or rear- 
end collisions. Damages awarded in the 
traffic area came to $671,373. 

In two cases involving common car- 
rier passenger risks, the plaintiffs were 
successful, obtaining total verdicts of 
$53,700. 

In cases involving autos and pedes- 
trians, nine decisions went to defen- 
dants and four to plaintiffs, the total 
awards being $34,500. 

Sixteen cases were non-traffic such 
as falls, products liability, etc., and five 
of these were won by defendants and 
11 by plaintiffs, damages totaling $90,- 
715. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Aug. 22, 1961 
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Boston ais 36 37% 
Continental Casualty .................. 104 106 
Sn Se I di nsssecintenistennsoninnio’ 50 53 
Federal 72 75 
I RPIIIOD: ceitisinsesesesteninentsnsennenanee 6042 62 
General Re. ......... ane 158 Bid 
Glens Falls ......... 4342 45 
Great American 56 57% 
Hartford Fire 75 76% 
Hanover .......... 47 4844 
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Ins. Co. of No. Ame 101 104 
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NOI CHUN Sahasnccciesiictinciacnitccncens 4742 49 
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North River 4442 45% 
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Phoenix, Conn. ..... 118 122 
I. CRIES sectetccteccine = 22 23 
Weta. Compr C8 We W. ccceccccccness 23% 2 
Reliance 66 68 
Uk CA GE 81 Bid 
Springfield FP. 8 My. ...........cccccccceeeee 41% 43 
Travelers 137% 140 
US.F. & G 61% «63 
We a RD Wiitiidicnensniaaien 35 36 


Mutual Loss: Managers’ 
Conference Slated For 
Chicago, Sept. 19-22 


The annual Mutual Loss Managers’ 
Conference will be held Sept. 19-22 at 
the Edgewater Beach Hotel in Chicago. 

Charles E. Nail, president and man- 
ager Lumbermens Mutual of Mansfield, 
and president of Mutual Loss Research 
Bureau since 1958, will deliver the 
keynote address, a task he also per- 
formed at the 1952 conference. 

Three panels will be offered: 

“Retail Furniture Losses.” John I. 
Fles, vice-president Michigan Claim 
Service, Grand Rapids, moderator. 
“Trade Customs and Practices”—Jack 
DeKorne, DeKorne Furniture Co., 
Grand Rapids; “Adustment Proced- 
ures” Mr. Fles; “Salvage Analysis”— 
Robert S. Treichler, Western Salvage 
& Appraisal, Chicago. 

“Retail Ladies Ready-to-Wear.” G. 
S. Peick, vice-president American 
Hardware Mutual, Minneapolis, mod- 
erator. “Trade Customs and Practices” 
Milton Levine, president Miltons, Inc., 
Minneapolis; “Adjustment Procedures” 
—Victor A. Snyder, adjuster Olofson 
Co., Minneapolis; “Salvage Analysis”— 
Marvin F. Bank, president Western 
Salvage & Appraisal, Minneapolis. 

“Company-Adjuster Relationship.” 
James L. Eberly, assistant secretary 
Lumbermens Mutual of Mansfield, 
moderator. Representing the adjusters 
will be Leo E. Bronson, president Leo 
E. Bronson, New Haven; G. B. Martin, 
president United Adjustment & Inspec- 
tion, Kansas City, and T. M. Mayfield, 
president T. M. Mayfield & Co., Char- 
lotte. Representing the loss managers 
will be Gilbert J. Dietz, fire claims 
service manager Badger Mutual; Sam 
Lawson, assistant secretary and fire 
loss manager Millers Mutual Fire, Fort 
Worth, and C. H. Runser, assistant 
vice-president of claims Central Mutu- 
al of Van Wert. 

Other speakers include Herbert W. 
Hirsh, attorney with Clausen, Hirsh, 
Miller & Gorman, Chicago, “Recent 
Court Decisions”; Norbert Hruby, as- 
sociate director university college, Uni- 
versity of Chicago, “Communications,” 
Francis F. X. Donohue, dean uni- 
versity college, University of Chicago, 
“What Price Integrity?” 
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West Va. Agents Meet, Change Name 


(CONTINUED FROM PAGE 1) 
its name from West Virginia Assn. of 
Insurance Agents. Kelley Reed of 
Charleston was elected president, and 
Earl N. Flowers, Clarksburg, took Mr. 
Reed’s place as chairman of the execu- 
tive committee. Outgoing president 
Jack Havens was elected state na- 
tional director, a position he had held 
temporarily since the resignation of 
Frank R. Bell Jr., Charleston, to go 
with North America. Other new mem- 
bers of the executive committee are 
G. D. Poole, Williamson; Harold Dietz, 
Summersville; Joseph Park, Parkers- 
burg; Robert Hahn, New Martinsville, 
and Charles Horner, Charleston. 


Toale Starts It Off 


Mr. McHenry built the program of 
the convention around the theme 
“This is Your Business.” Following the 
call to order, appointment of commit- 
tees, and recognition of past presi- 
dents, Eugene F. Toale, secretary Re- 
cording & Statistical, opened the first 
business session with a talk, “This Is 
Your Business—Antomation.” Mr. 


Toale explained the new automated 
agency accounting plan of his com- 
pany, a system of using a computer 
center for processing agency records. 
H. H. Nelson of Council Bluffs, Iowa, 
a member of the NAIA executive com- 
mittee, gave a frank talk, “This Is 
Your Business—Boom or Bust in To- 
morrow’s Market.” 

Winding up the first session, Brad- 
ford Smith Jr., president North Am- 
erica, gave a skillful and provocative 
outlook of the agency business from 
a company executive’s viewpoint. He 
told the agents that the companies 
are concerned over their future be- 
cause they do not see an end to the 
shrinkage in the independent agent’s 
share of the total insurance market. 
They are frustrated by the distrust of 
their agents in measures which are 
obviously necessary to compete in to- 
day’s market. They are puzzled by the 
agents’ opposition to loosening up of 
rating laws which would enable com- 
panies to move more rapidly in a 
swiftly changing market. They are 
worried because they do not see the 


growth in the agency ranks to keep 
pace with the expanding economy and 
to provide for continuity. One of the 
solutions proposed by Mr. Smith is 
that companies and agencies alike 
must reduce the expenses of record 
keeping, billing, accounting, adminis- 
tration, and other functions. 


Huston Uses Visual Aids 


The second morning’s session was 
opened with a talk by Phillips Huston, 
editor of two Rough Notes publica- 
tions, on “This Is Your Business—The 
Eyes Have It,” in which he discussed 
ways of improving the efficiency of 
the “hours that count the most”’—the 
agent’s selling hours—through visual 
aids. He employed the visual techni- 
que himself, using slides to illustrate 
his talk. Frank Shaffer, vice-president 
Doremus & Co., which handles the 
“Big I’ advertising program of NAIA 
spoke on “This Is Your Business—Use 
Advertising To Build Your Agency.” 
Mr. Shaffer also used slides to show 
successful advertising ideas of agen- 
ing Big I promotions. 

Dan Wells of Bluefield, a member 
of the West Virginia legislature, spoke 
on the mandatory uninsured motorist 
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law which he had introduced in the 
recent West Virginia house and which 
he intends to reintroduce at the next 
session. This was something like en- 
tering a lion’s den for Mr. Wells, since 
the association is opposed to the legis- 
lation. However, he was treated res- 
pectfully and supported by a Virginia 
agent in the audience. Mr. Wells’ pro- 
posed law is patterened after Virginia’s 
mandatory UM law. 


Lady Commissioner Heard 


West Virginia’s charming lady com- 
missioner, Mrs. Virginia Mae Brown, 
brought greetings to the convention. 
Although the state office building was 
recently a flood victim and elevators 
to the sixth floor department offices 
are all but inoperative, Mrs. Brown 
told the agents if they would call, 
members of her office would come 
down the stairs to see them to save 
them a walk up six flights of stairs. 

Mrs. Brown installed Mr. Reed as 
president at the closing dinner dance. 
At this time the association also rec- 
ognized two of its “elder statesmen,” 
Frank R. Bell Sr., Charleston, and 
Coleman A. Staats, Huntington. These 
two gentlemen were presented with 
engraved plaques in recognition for 
their long service to the association. 


Buyers Seminar 
At Dallas Sept. 8 


Dallas-Fort Worth chapter of Ameri- 
can Society of Insurance Management 
will sponsor its fourth annual confer- 
ence on corporate insurance manage- 
ment Sept. 8 at Dallas. The program 
will cover insurance administration, li- 
ability coverages, excess insurance, 
non-admitted insurance and workmen’s 
compensation. 

Talks will be given by T. D. Hugh- 
ston, Texas Power & Light, on “Who 
Controls Accidents;” Jackson Bogert, 
Texas Employers, on ‘“Who’s at the 
Controls;” Paul G. Stickler, Reynolds 
Metals, on “The Regulation of Non-Ad- 
mitted Insurance;” Emil C. Rassman, 
Rucker & Rassman, attorneys of Mid- 
land, Tex., on “The Defense Never 
Rests,” and Willard Crotty, Dallas 
agent, on “Umbrella Liability Reap- 
praised.” A problem clinic will be pre- 
sided over by Donald Mackaman, 
Campbell Taggart Associated Bakeries, 
and the panelists will be Donald Guest, 
Morton Foods; Raymond Harrison, 
American Petrofina of Texas, F. W. 
Silverthorn, Republic National Bank 
of Dallas, and R. T. Lafferty, Lone 
Star Steel Co. 

C. B. Swanner, Mobil Oil Co., presi- 
dent of the ASIM chapter, will preside 
at the morning session, and Jack Hertz, 
Southern Union Gas Co., chapter vice- 
president, will be in charge in the aft- 
ernoon. 
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HteNATIONAL UNDERWRITER 


Says NAII Rate Bill Is Harbinger Of Hope 


In spite of certain variances, the 
model rate regulatory bills of National 
Board and of National Assn. of Inde- 
pendent Insurers are close in basic 
procedure and purpose, according to 
Vestal Lemmon, general manager of 
NAII. In a talk at the casualty and 
property institute sponsored by south- 
west chapter of CPCU at Southern 
Methodist University, Dallas, he re- 
ported signs of success in reconciling 
differences in the bills. 

In the first real testing ground 
where both measures were introduced 
in 1961—the Tennessee legslature— 
common ground might have been 
reached if time had not run out. Mr. 
Lemmon believes that the most signi- 
ficant aspect of the Tennessee story 
was that the most powerful support 
for this type of modern legislation 
came from the stock agents’ associa- 
tion. 

He said that although a lot of “scare 
talk” concerning the bills had been 
bandied about and had reached Ten- 
nessee, the agents were not deterred 
in their support. It was the fault of 
the companies and not of the agents 
that the legislative clock ran out be- 
fore action was taken. 


Lauds Agents 


Mr. Lemmon credited the producers 
with taking a long range view of fu- 
ture problems. These include obtain- 
ing adequate prices for products and 
service in order to attract risk capital; 
providing an ample market for ever- 
expanding insurance needs; respond- 
ing promptly to change; and preserv- 
ing enough individual freedom to 
motivate men of ability to devote their 
talents to insurance either in the pro- 
duction or management end. These are 
the transcendent challenges, Mr. Lem- 
mon maintained. Against them, intra- 
mural squabbles pale by comparison. 

He did not claim that the NAII bill 
will provide magic solutions to the 
problems he cited. But he claimed that 
it holds out more promise for a resili- 
ent and progressive business in future 
than exists under a prior approval, 
public utility type of legislation. 

The NAII bill takes the political 
onus off commissioners, Mr. Lemmon 
observed. This is important to pro- 
ducers because inability of companies 
to get needed upward rate relief can 
force them into seeking one or both of 
two recourses: Cutting expenses, which 
may include lower commissions, and 
restricting underwriting, which may 
deprive the agent of a market. 


Recites Benefits 


The NAII bill, by permitting im- 
mediate use of rate filings, will enable 
companies to keep their rates attuned 
to inflationary changes in the loss 
picture. This will remove a serious 
cause of tight markets and of down- 
ward pressures on commissions, Mr. 
Lemmon contended. 

The bill would relieve departments 
of staggering detail. This means they 
could keep abreast of major trends in 
the marketing picture, make more 
thorough examinations of companies 
for soundness and solvency, and learn 
more about the background and cali- 
ber of owners and executives of com- 





Fire Chiefs To Convene 

International Assn. of Fire Chiefs 
will hold its annual conference Sept. 
24-28 at Las Vegas. Among topics to 
be explored will be salary and wage 
scales, the rise in fire losses, arson, 
and cooperation with Atomic Energy 
Commission and Office of Civilian 
Defense in safety activities. 


panies. This adds up to more protec- 
tion for the public in Mr. Lemmon’s 
view. 

He pointed out that there has been 
and continues to be just as much 
general rate stability and adequacy in 
the nine states which do not require 
prior approval as in those which do. 
He included California, Missouri and 
Idaho laws in his statement, pointing 
out that they do not even require fil- 
ings. 

Furthermore, the nine states with- 


Jay H. Hansen (left) and Alwyn C. Kuhn of the 


out prior approval have at least as 
good a record on insolvencies as the 
other states, if not better. The nine are 
head and shoulders above Texas, Mr. 
Lemmon commented. 
He has never heard of a case where 
a company’s demise was attributable to 
the mere fact that the rating law had 
no prior review requirement. But he 
can recall instances where companies 
have gone to the wall or at least to 
the brink because political pressures 
under a rigid type law prevented or 
delayed rate increases. 
It is as true in regulation as it is in 
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management that the most effective 
job is done by the person who can lay 
aside the trivial to concentrate his 
time and talent on the important. The 
NAII bill will permit the commission- 
ers to do just that, thus enhancing 
their power as administrators. It will 
make possible more enlightened 
“qualitative” regulation and less point= 
less paper shuffling. The welfare of 
the public, the cause of state super- 
vision, and the legitimate self-interest 
of the companies and their producers 
will thereby be richly served, Mr. 
Lemmon concluded. 
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Kuhn Insurance Agency, Inc., Tucson, Arizona 





“SAFECO SAVED OUR AUTO PORTFOLIO... 


...and then trebled its size; LIFECO showed us 
what we were missing in the group and life business; 
GENERAL has given us years ahead personal and 
commercial lines package policies,” 
and Jay Hansen of the Kuhn Insurance Agency. 
“We like GENERAL’s wide offerings, but above 
all we like GENERAL’s dynamic management whose 
demands for efficiency and imagination make all these 
weapons available to us at regular commissions with 
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a very liberal contingency. 

“GENERAL/’s fresh, willing-to-try attitude, un- 
hampered by traditional methods, has contributed 
tremendously to our growth from scratch to more 
than $750,000 volume in nine years!” 

Need we say more? Except to add that if 
this is the kind of progress through partner- 
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HeNATIONAL UNDERWRITER 


Travelers Names 3 


To New Positions 

Travelers has named Frank E. Wal- 
ton assistant superintendent of agen- 
cies, casualty-fire agency department, 
at the home office, and Swift S. Sparks 
and Reece G. Johnson Jr. as manag- 
ers, fire-marine agency department, at 
Richmond, Va., and Little Rock, re- 
spectively. 

Mr. Walton, with the company since 
1952, began as field supervisor in the 
fire-marine agency department at Jack- 
sonville and later held positions in the 
same unit as assistant manager at Or- 
lando, manager at Jacksonville, and 
manager at Richmond, his most recent 
post. 

Mr. Sparks began as field supervisor, 
fire-marine agency department, in 1951 
at Houston. He became assistant man- 
ager of the unit at Little Rock in 1953 
and manager in 1958. Mr. Johnson 
started as field supervisor, fire-marine 
agency department, at Jacksonville, 
and later held that post at Orlando. 
He was advanced to assistant manager 
of that unit at Orlando in 1959 and 
in 1960 was named assistant manager, 
casualty-fire lines at that office. 


Zurich Reduces Meritmatic 
Auto PHD Rates In Pa. 


Zurich has made statewide rate re- 
ductions in Pennsylvania, effective 
Aug. 15, for physical damage insur- 
ance on private passenger automo- 
biles written in Zurich Ins. Co. Also, 
effective Sept. 1, 1961, reductions will 
be made under the Meritmatic auto- 
mobile plan in American Guarantee & 
Liability. 

Collision rates will be decreased by 
9% and comprehensive rates by 14% 
in both companies. The revised rates 
will apply to all policies written or re- 
newed after the effective dates. Merit- 
matic automobile insurance was in- 
troduced in Pennsylvania in 1959. 








—IMMEDIATE 
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Changes In CPL And 
a s site 
Lawyers’ Liability 

National Bureau has broadened cov- 
erage under the CPL, farmers CPL 
and lawyers’ professional liability pol- 
icies, and has revised rates on the lat- 
ter. 

Under CPL and farmers CPL, it will 
no longer be necessary for insured to 
notify the company of acquisition of 
an outboard motor with more than 10 
horsepower, and no added premium 
will be charged for the rest of the pol- 
icy period. However, on renewal, the 
usual charge will be made for coverage 
during the renewal period. Coverage 
will continue to be provided for out- 
board motors of 10 horsepower or less 
without added charge. The change is 
effective Aug. 16 in all states and 
Puerto Rico, except Mississippi, New 
York, Wisconsin and Texas. In the lat- 
ter, it is effective Sept. 13, and in Ha- 
waii it will be effective at a date to be 
announced by Hawaii Casualty & Sure- 
ty Rating Bureau. 


Rates Up 


Under lawyers professional liability 
the rate is increased from $26 to $35 
for attorneys who are members of a 
partnership and for those who are not, 
with the rates for employes of indivi- 
dual and partnership lawyers remain- 
ing unchanged. Fiduciary coverage has 
been added under this cover. Here- 
after, in pertinent cases there will be 
protection where an attorney is named 
executor for the convenience of a client 
or is named trustee in a foreclosure 
proceeding. 

The new rates and broadened cover- 
age are effective Aug. 16 except in 
Puerto Rico, Alabama, Arizona, Colo- 
rado, Kansas, New Jersey, New York, 
South Carolina, West Virginia, and 
Texas. In the latter, it is effective 
Sept. 13, and in Hawaii the date will be 
announced by the casualty and surety 
bureau there. 


Change CPL, Farmers CPL 


Mutual Bureau has amended CPL 
and farmers CPL so that coverage is 
afforded automatically without charge 
for the remainder of the policy period 
for outboard motors, regardless of 
horsepower, acquired during the policy 
period. The amendment is effective 
Aug. 16, except in Texas, where it 
becomes effective Sept. 13. 


MacDonald Named Utica 
Mutual Bond Supervisor 


Kenneth MacDonald has been named 
bond underwriter supervisor of Utica 
Mutual. He was formerly with Phoen- 
ix of Hartford for several years as su- 
perintendent of the fidelity and surety 
department and, since 1956, as assistant 
secretary. 

Early in his career, Mr. MacDonald 
was connected with Metropolitan Cas- 
ualty and Ocean Accident-Columbia 
Casualty. He became assistant super- 
intendent with Southern Surety and 
later assistant to the New York deputy 
superintendent of insurance. 

Before joining Phoenix of Hartford, 
Mr. MacDonald was with Accident & 
Casualty of Winterthur, Switzerland, 
as superintendent of underwriting of 
the fidelity and surety division at New 
York. 


Camden Appoints Kennedy 


Camden Fire has appointed John 
W. Kennedy special agent for the 
southern Illinois and eastern Missouri 
territory. Mr. Kennedy will have his 
headquarters with State Agent Her- 
bert A. Elkin at Springfield, II. 
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HeNATIONAL UNDERWRITER 


Warns Claim Practices Must Be Improved 


(CONTINUED FROM PAGE 1) 
framework of the principles of law 
which determine liability of defend- 
ant to plaintiff; and an examination 
of the consequences of the injury so 
as properly to assess the damages to 
which plaintiff is entitled. 

Facts in tort cases, and most par- 
ticularly in automobile cases, become 
obscured if investigation is delayed. 
Recollection is dimmed with the pass- 
age of time and obscured by outside 
influences brought to bear upon the 
memory of the witness. The first job, 
then, is to get out quickly and gather 
the facts, he said. If truth and jus- 
tice are sought, the facts are not sub- 
ject to change and are _ identical 
whetk.r gathered by plaintiff or de- 
fendant. Consequently, insurers must 
undertake the investigation of an ac- 
cident as quickly as possible. Plain- 
tiffs’ attorneys are not serving the 
public interest when they prevent in- 
vestigation by insurer representative. 

Mr. Lusby wondered if the time 
hasn’t come to adopt as a rule of 
ethical practice a requirement that 
prior to the conduct of negotiations 
for a settlement each party shall pre- 
sent to the adversary a copy of all 
statements taken from all witnesses— 
without names but with names re- 
stored at closing time. 

Fear that the liberal attitudes of 
some courts will broaden coverage 
leads some claim men to make com- 
promise payments in cases in which 
others believe payment should be re- 
sisted. Mr. Lusby believes no payment 
should be made in a case in which 
the law seems to give the defendant 
protection—and the courts should be 
made to say that the law is changed 
before payment is made. 

Yet the organized bar must realize, 
he said, that a continued trend of 
court decisions which, contrary to the 
intent of underwriters, broaden the 
protection will hasten the day when 
the companies will stop writing auto- 
mobile liability insurance. Greater 
pressure will be brought to bear to 
adopt a compensation system. As a 
lawyer, he does not favor such a sys- 
tem in automobile; but as an insur- 
ance executive he does not view its 





Indiana Fire Prevention 
Assn. Elects Durell 


Newman Durell, New Hampshire, 
has been elected president of Indiana 
State Fire Prevention Assn. Also 
elected are Victor A. Belinski, Han- 
over, vice-chairman; Bruce Titus, 
Northern, secretary, and Lawrence J. 
Polubinsky, St. Paul F. & M., assist- 
ant secretary. 


possible advent with the apprehension 
that some practicing attorneys do. 

The results of the injury suffered 
by the plaintiff are considered from 
three aspects, Mr. Lusby noted. There 
are the measurable physical changes 
and cosmetic effects. Here the defense 
relies largely upon medical evaluation. 
Then there is pain and suffering. The 
defense reaches its own conclusion 
but again relies heavily upon doctors’ 
reports. Finally, there is the perma- 
nent change in plaintiff’s ability to 
conduct himself as he did before the 
accident—limitation of earning capa- 
city and inability to participate in 
sports, for example. 

In most instances the information in 
this area is within the control of 
plaintiff. In most jurisdictions the 
defense gets about as much medi- 
cal information as plaintiff’s counsel 
wants it to get. Here the burden of 
improving practices rests largely with 
plaintiffs’ attorneys. In certain states 
the defense cannot get prior to trial 
a medical report in any case unless 
the plaintiff wants to give it. In such 
states in a surprising number of cases 
the plaintiff's lawyer refuses to pro- 
vide defense with medical informa- 
tion. 


Negotiative Before Medical 


On the other hand, insurers too fre- 
quently refuse to make any offer until 
medical evidence is presented though 
the injury and its nature are plain to 
see. Mr. Lusby thinks that in many 
cases the defense could open negotia- 
tions and make a proper offer with- 
out the formalities of complete medi- 
cal evidence in hand. 

Mr. Lusby does not believe that in- 
surers use slanted medical evidence. 
They ues doctors who are scientific- 
ally and professionally honest. But on 
the plaintiff’s side the same doctors 
appear again and again. In New York 
judges have taken note of the fact 
that there are doctors in the courts 
regularly as advocates. They believe 
the medical profession has to do some- 
thing about it. Mr. Lusby thinks the 
bar should also do something about it. 

In former years Mr. Lusby was will- 
ing to take the plaintiff’s attorney’s 
word for the amount of time lost from 
work and the amount of his wages. 
But no more. He doesn’t believe they 
can be relied on today. So he insists 
on documentary evidence—a_state- 
ment from the school superintendent 
as to the number of days the child 
was out of school, a statement from 
the employer of time and wages lost. 
Then he wants to verify them. Why? 

He called attention to the four-year 
Kings County, N. Y., judicial inquiry 
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(still going on) and its findings. This 
has unearthed cases in which a medi- 
cal report from a doctor and a state- 
ment of lost time and wages from an 
employer proved to be forgeries. In 
one case the plaintiff's lawyer had 
been furnishing medical evidence on 
the letterhead of a doctor dead for 
several years. He had been furnishing 
employment information on _letter- 
heads of non-existent firms. 

Mr. Lusby said that some insurers 
have a policy of not paying more than 
blank dollars in any death case with- 
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out going to trial. The figure may be 
ridiculously low. The industry has to, 
he thinks, make reasonable offers and 
make them as promptly as the de- 
velopment of the file permits. But the 
plaintiff’s attorney, in turn, must ac- 
cept reasonable offers. He also cited 
instances in which plaintiff's attorney 
injected themselves into a case when 
it had been practically closed, fairly— 
and collected a fee for no service of 
any value. Such lawyers are hasten- 
ing the day when there won’t be any 
more 33144% automobile accident cases. 
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FieNATIONAL UNDERWRITER 


Bickley Cites Role Insurance 


Teachers Can Play In Business 


The vital role that university teach- 
ers of insurance can play in the busi- 
ness was outlined by John S. Bickley, 
University of Texas professor of in- 
surance, in a talk at the annual meet- 
ing of Insurance Company Education 
Directors Society at Rockton, Ill. 

Insurance professors contribute to 
public understanding of the business 
through teaching, writing, speaking 
and consulting activities, Mr. Bickley 
said. Teaching is the traditional ap- 
proach, but there is growing evidence 
that professors are doing more writing 
on the role of insurance in solving risk 
problems than was once the case. They 
are also being called on more frequent- 
ly to speak to consumer groups and are 
receiving consultation fees in this area. 

Much is being done on campuses to 
expand the influence of the insurance 
curriculum. This includes efforts to in- 
crease the number of insurance ma- 
jors and to persuade students in other 
fields to take at least one insurance 
course. This one course typically pre- 
sents the principles of insurance and 
seeks to acquaint the student with his 
needs for protection and with the vari- 
ous means available to achieve it. 

Increasing attention is being given 
to the needs of potential buyers. 
Courses in both personal and business 
risk management are being intro- 
duced, Mr. Bickley noted. 


Broad Activities 


The influence of professors extends 
beyond the classroom, he continued. 
Some are called to assist Institute 
of Life Insurance with its family fi- 
nance seminars. Others have been en- 
gaged to conduct courses in insurance 
buying for civic and social groups. The 
student insurance societies sponsored 
by many schools promote the concept 
of sound buying. 

A trend seems to be developing in 
which insurance teachers are offering 
advice to buyers concerning tech- 
niques of risk management, with em- 
phasis on insurance. No college text 
geared completely to consumers’ inter- 
ests has been published, but several 
are being written. 

A number of teachers have supple- 
mented their salaries by serving as 
risk managers for business firms, he 
went on. Their role has been similar 
to that of the insurance manager in 
many large firms. 

Consultation has also extended to 
assistance to insured at the time of 
difficult adjustment negotiations. The 


professional knowledge of the teacher 
ean be of value in convincing courts 
of the legitimacy of insured’s claim. 
The question of whether these acti- 
vities conflict with the work of those 
selling insurance is always present, 
but the answers are similar to those 
advanced in support of the role of any 
consultant in any business matter. As 
business men recognize the advantage 
of an integrated approach to risk man- 
agement problems, expanded efforts 
by teachers in this direction should 
appear, Mr. Bickley believes. 


Many Entering Business 


He observed that there is substanti- 
al resistance to the idea that academi- 
cians can help solve the practical 
problems of companies and associa- 
tions. This view persists in spite of 
the continuing flow of trained insur- 
ance teachers into policy making po- 
sitions in the business. Former teach- 
ers have top posts in several compa- 
nies, and a greater number direct the 
operations of major trade associations, 
Mr. Bickley declared. 

Teachers, many of whom have spent 
three or more years in an intensive 
study of insurance problems, have the 
breadth of viewpoint and the intellec- 
tual equipment to make meaningful 
contributions to company and associa- 
tion affairs. Some, of course, have no 
capacity for such activity. If the teach- 
er has no knowledge of management 
concepts, he would be a poor choice 
to assist management in solving or- 
ganizational problems, though he 
might have great knowledge of theory 
and actuarial concepts. If the teacher 
has no grasp of market forces, he 
would be a poor advisor on distribu- 
tion problems. Studies of capability of 
the teacher are in order, Mr. Bickley 
said. 

The influence of American College 
of Life Underwriters and of American 
Institute for Property and Liability 
Underwriters has been significant in 
improving the stature of professors as 
educators of insurance practitioners. It 
is now recognized that professional 
teachers may be able to impart knowl- 
edge of the business more effectively 
than those in it. This concept has in- 
fluenced several insurers in their 
choice of personnel to develop internal 
training programs. 

Mr. Bickley pointed to the lack of 
interest of company recruiters in the 
students of university insurance 
courses. Few insurers show any pref- 


erence for a graduate with a major in 
this field, and even fewer are willing 
to pay any salary differential for such 
persons. This is frustrating to the 
teacher who is concerned with the 
placement of his students. It seems 
strange to Mr. Bickley that there is 
no particular interest in a young man 
who is prepared to enter the business 
with a thorough knowledge of its vo- 
cabulary, concepts, theories and prob- 
lems, “unless his personality is more 
pleasing than that of the history ma- 
jor with whom he is competing.” 

Perhaps research is one of the most 
logical areas in which insurers might 
employ the writing and analytical tal- 
ents of teachers, Mr. Bickley said. 
Much research in other areas of busi- 
ness is commercially inspired, but the 
few insurance studies which have been 
completed by teachers of insurance in 
the past 10 years shows an impressive 
arrary of studies which offer signifi- 
cant solutions to current problems. 

Writing assignments to teachers 
have included organization manuals, 
job descriptions, statements of compa- 
ny philosophy, company histories, and 
operative manuals. It is often expen- 
sive for a small or medium insurer to 
maintain a staff writer or editor, but 
many jobs can be done by bringing in 
a teacher when needed for the work in 
hand. 


Other Examples 


There are many other illustrations 
of the ways in which insurers have 
employed academic assistance at the 
consulting level, Mr. Bickley said. Two 
insurance teachers have testified in 
various courts on matters pertaining 
to the taxation of companies. Testi- 
mony of an insurance teacher before a 
state insurance department on the ad- 
visability of having life agents sell 
mutual funds played a role in the final 
decision on the question. One professor 
of insurance has entered into discus- 
sions within state insurance depart- 
ments on rate matters. One well- 
known professor is retained by a state 
department to consider all significant 
issues presented to the commissioner. 
One company retains a number of 
teachers to consult not only on com- 
pany education policy but also on per- 
sonnel matters. Insurance teachers 
have made studies of the wisdom of 
possible mergers, entry into new 
states, new methods of distribution, 
new office procedures, forms of cor- 
porate organization, and a number of 
other subjects which are important in 
company operations. 

Many insurance teachers are quali- 
fied in business subjects ranging be- 
yond technical insurance matters, Mr. 
Bickley said. Many have done special- 
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Glens Falls’ Assets, 
Underwriting Loss 
Rise In First Half 


Glens Falls and its _ subsidiary, 
Kansas City F.&M., had an under- 
writing loss of $2,827,184 for the first 
half of 1961, compared with a loss of 
$893,883 for the first half of 1960. Pre- 
miums written for the period totaled 
$50,040,222, against $45,057,801 for the 
similar period in 1960. 

Ratio of losses and losses expenses 
to earned premiums of the first six 
months was 64.1 and ratio of other 
expenses to written premiums was 
39.8, for a combined underwriting ra- 
tio of 103.9. This compares with a 
combined ratio of 100.9 for the first 
six months of 1960. 


Investment Income Up 


Investment income for the period 
was $2,368,836, up from $2,126,594 
in the same period of 1960. There was 
a net operating loss for the first half 
of 1961 of $495,077 or 35 cents a share, 
down from an operating profit of 
$1,216,601 or 93 cents a share in the 
first half of 1960. 

Assets at the end of the period were 
$201,235,591, an increase from $182,- 
672,809 at the end of 1960. 





ized work in management theory, mar- 
keting, finance, economics, personnel 
management, accounting, _ statistics, 
machine operations, psychology, and 
other subjects which are important to 
the administration of an insurance en- 
terprise. Although specialists in these 
areas are available to management, 
many insurers are finding that their 
interests are better served when the 
person offering advice on marketing or 
distribution problems also has a wide- 
ranging background in the science of 
insurance. Such a man is more likely 
to see all implications of marketing 
recommendations as applied to an in- 
surance company than might a nar- 
row specialist in marketing theory. 


Select Consultant With Care 

When assistance is being sought in 
areas such as those indicated above, 
obvious care must be exercised in se- 
lecting the consultant. The man must 
have the human relations and intel- 
lectual capacity, to overcome unfavor- 
able attitudes which sometimes de- 
velop towards persons from outside 
the organization. However, when the 
size of the firm precludes having ade- 
quate staff help for all ventures un- 
dertaken or being considered, such 
consulting help often provides a logi- 
cal answer. 

Many approaches to employing in- 
surance teachers have been taken by 
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companies. Some have made it possible 
for teachers to contribute to policy de- 
cisions through board memberships. 
Some professors are on retainers which 
permit the insurers to consult them on 
problems as they arise. One company 
invited a panel of teachers to its home 
office for a conference on a wide range 
of problems. Many teachers have been 
commissioned to do specific studies or 
to conduct specific programs. The ap- 
proach used must be based upon the 
needs and resources of the company 
and the pool of insurance-professor 
talent which exists throughout the 
country. 


Teachers To Contribute 


Only through the stimulus of close 
contact with practical insurance op- 
erations can many academicians 
achieve their full potential. Many in- 
surance organizations have almost an 
equal need for the technical and 
philosophical capabilities of professors 
of insurance. It therefore seems inevi- 
table that teachers will in time con- 
tribute significantly to the develop- 
ment of insurance firms and associa- 
tions, just as professors have contribut- 
ed to other areas of human knowledge, 
Mr. Bickley concluded. His paper will 
be presented in complete form in the 
forthcoming annual proceedings of the 
society. 


Edward C. Erland has purchased the 
Hedwall & Harlin agency of Minne- 
apolis from the estate of the late H. 
A. Davidson. Mr. Erland has _ been 
with the Don Miller agency for six 
years, as_ vice-president for three 
years. Previously he was manager of 
the Loyalty Group companies in Min- 
neapolis. 


J. H. Lea & Company has gained 
world-wide recognition for its abil- 
ity to translate knowledge into ac- 
tion. A roster of distinguished clients 
is testimony of its ability to provide 
sound, objective counsel on the 
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insure. Add to this a comprehensive 


to re- 


understanding of markets—all with 
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AMA Issues Report On 
Accident-Proneness 


Basic personality traits observed in 
accident-prone industrial workers are 
described by Thomas N. Jenkins, pro- 
fessor emeritus of psychology at New 
York University, in the July-August 
issue of Personnel, publication of Am- 
erican Management Assn. 

The report is based on studies by 
Executive Analysis Corp. of more 
than 50 companies. It covers a variety 
of jobs, from janitors to laboratory 
technicians, and a variety of indus- 
tries, including dairy products, postal 
work, foundries, chemical plants and 
airplane manufacturing. 


List Typical Traits 


The following traits were listed as 
typical of the accident-repeater: 

—His attention tends to be easily 
distracted from a task. 

—He reveals a relative unaware- 
ness or lack of discernment of the 
need for acting prudently. 

—He tends to feel less inclined to 
accept for comply with rules, standards 
and social customs. 

—His feelings and attitudes are less 
easily swayed by the feelings and 
actions of other people. 

—He is not likely to mind being in 
pain, and may even enjoy it. He also 
tends to forget pain he has experi- 
enced in the past. 

—He exhibits a self-confidence that 
prevents him from taking precautions. 

—He is apt to have an aggressive, 
self-assertive attitude toward others. 
He is unlikely to be interested in team- 
work. 


Pacific Employers Has 
Drivers Testing Center 


Housed In Trailer 

A mobile driver testing center, de- 
signed to acquaint automobile opera- 
tors with the factors necessary for 
safe motor vehicle operation, has been 
put into operation by Pacific Employ- 
ers group. 

The center, a $30,000 installation 
housed in a huge highway trailer 
which has been outfitted with a series 
of psycho-physical testing devices, is 
operated by company technicians in 
cooperation with its independent 
agents in various localities. 


Carries Exhibit 


The trailer carries a free exhibit of 
modern accident prevention equip- 
ment. Testing devices on the trailer 
are made available to anyone inter- 
ested in checking their driving ability. 
Some of the tests include visual 
acuity, peripheral vision, distance 
judgment, depth perception, dim light 
vision, glare recovery, complex reac- 
tion tester and steadiness tester. Other 
tests are given to determine driver ap- 
titude and awareness. 

The driver testing center is cur- 
rently touring the southern California 
area. 





New Florida Handbook 


A new Underwriters Handbook of 
Florida has just been published by 
the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Florida 
handbook may be obtained from 
the National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50 each. 











Paul J. Klein Assumes 
New West Coast Post 
In Kemper Fire Claims 


Kemper group has named P. J. Klein 
to the newly created position of assist- 
ant general adjuster in the Pacific 
coast fire claim department. 

Mr. Klein has been transferred to 
San Francisco from the Kemper home 
office in Chicago, where he was New 
England and Pacific Coast claim ex- 
aminer. He will supervise the adjust- 
ment of large claims on the west 
coast and provide on-the-ground train- 
ing for Kemper claim men. 


Flynn, Harrison & Conroy 
Appoint Byard At Chicago 

Flynn, Harrison & Conroy, brokers 
at Chicago with offices in New York, 
Los Angeles and Caracas, has ap- 
pointed Herbert R. Byard manager of 
Lioyd’s and commercial underwriting 
in the Chicago office. Mr. Byard is 
presently in London where he has 
been training for the past two months 
at Lloyd’s. He will return Sept. 1. Mr. 
Byard entered the business with Am- 
erican International Corp. at New 
York in 1956. He was named assistant 
manager of the brokerage department 
handling personal auto, inland marine, 
accident and liability in 1957, and was 
transferred to the casualty manage- 
ment department in 1959. He joined 
Flynn, Harrison & Conroy in 1960 as 
assistant to the manager of the foreign 
insurance department. 

Richards & Co., San Francisco man- 
aging general agents, has appointed 
Robert Belken manager of its south- 
ern California branch and Henry 


Aguilar special agent there. 


NOW 


FIRE 
AND 
COVERAGE 


EXTENDED 


We have added 
FIRE & EXTENDED 
COVERAGE in 
order to improve 

our facilities. 

We now offer 

a complete multiple 
line underwriting 
service. Phone or 


write us today 


29 


NAIA Sets Session On 
Automated Accounting 


A procedural manual, Automated 
Agency Accounting, published by Na- 
tional Assn. of Insurance Agents, will 
be introduced and made available at 
the annual convention in Dallas 
Sept. 24-27. 

The manual deals with the details 
of insurance agency accounting and 
provides a standardized method from 
which each agency can formulate 
its own individual data processing 
procedure with service centers around 
the country. 

The manual will be introduced and 
explained by Arthur F. Blum, Rocka- 
way Park, N. Y., chairman of the 
NAIA special committee on automated 
agency accounting, at a workshop 
Sept. 26. In addition to this account- 
ing system recommended by NAIA, 
American Agency Management Bu- 
reau’s system will be explained by 
Robert Burns of Washington, D.C., Re- 
cording & Statistical Corp.’s system by 
Eugene A. Toale, and IBM’s by John 
P. Shanley Jr. of Service Bureau 
Corp., an IBM subsidiary. 

Walter E. North, Bridgeport, Conn., 
a member of the special committee on 
automated agency accounting commit- 
tee will participate in the workshop, 
which will be moderated by Mr. Blum. 


America Fore Appoints 

America Fore Loyalty has appointed 
Joseph L. Jackson Jr. special agent at 
San Diego. He joined the group in 
1960 at Los Angeles, where he had 
been with Republic for five years. 


Mercury Mutual of Chicago has be- 
come underwriting manager of Sheri- 
dan Mutual of Chicago. 
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1960 Experience On Fire Insurance 
Given For Insurers Licensed In New York 


The 1960 countrywide fire exper- 
ience of companies licensed in New 
York is shown in the accompanying 
tables as compiled by the New York 
department. 

Incurred losses are based on case 
estimate reserves and exclude allo- 
cated claim expense. Expense ratios 
include both allocated and unallocated 
claim expenses. The figures are net 
after reinsurance. All ratios are based 
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on earned premiums (indicated “E”) 
except commission and brokerage and 
taxes andfees which are based on 
on written premiums (indicated “W”). 
Expenses do not include federal income 
tax, and the net gain is before such tax. 
Companies are not shown which had 
a premium volume or less than 
$10,000. Where groups filed consoli- 
dated expense exhibits, no results are 
shown for individual insurers. 
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Ana.rsis or Expenses 
(Country wide) 


Unperwnitine Ratios 
(Countrywide) 


Net Net = = —- 


COMPANY premiums premiums 


writte arned 
(Countrywide) (Countrywide 


$1, 173,264,175 | $1, 229 
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MSc: dduspiasac Ses chceastes$ ie 1,169,727, 725 | 1,16 
1958 1, 185,046,655 | 1,181 
1959 baeGaeh cue casisa tae’ 1,242,388,597 | 1, 2 
POPE es att raonas txtvantodeccs 1,196,815,120 | 1,227,922, 79 
MUTUAL COMPANY AGGREGATES 
eee Seees OC AG 185,476,349 | 186,696,567 
1987... BREE AE A 184,877,804 | 185,831,586 
1988... hesisctietet icin 186,045,949 | 187,741,607 
1989 Sipstaunasnste cucaecaaneued 186,620, 161 189,949,918 
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1959 Samat quae tnie arsine 112,002,805 | 112,304,376 
1960 NRE REND EAS cate ENE 126,££9,472 | 121,882,601 
ADVANCE PREMIUM 
CO-OPERATIVE ACGREGATES 
, ulapenieaseaiee Sisti eran 4,323,601 4,761,723 
1957 Sv ievesaeens 4,286,261 4,463,475 
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REINSURANCE COMPANY 
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42.2 38.5 19.3 2.7 49 9.3 8.8 28 
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24.3 16.4 59.3 7 4 44 95 14 
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15.5 14.0 70.5 7 1 43 7.7 1.2 
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GAB Announces Changes 
At Chicago Office 


General Adjustment Bureau _ has 
announced several promotions involv- 
ing the staff at the Chicago office. 

J. G. Young has been transferred to 
New York as national supervisor of 
casualty operations. Before joining 
GAB at Chicago in 1951 in the casu- 
alty field, he spent 17 years as claims 
superintendent of Employers Liability. 

M. D. Garrett, catastrophe manager 
at Chicago since last year, has been 
named regional manager at Great 
Falls, Mont. He joined the company 
in 1948 at Scottsbluff, Neb., subse- 
quently serving as manager at Grand 
Island, Neb., and Pittsburg, Kan., be- 
fore moving to Chicago. 

Mr. Young’s position as manager of 
the Chicago casualty division has been 
taken by C. E. Reedy, who has been 
with GAB since 1957, at Parsons and 
Wichita, Kan., and Peoria, as regional 
casualty supervisor. Earlier this year 
he was made assistant manager of the 
casualty division at Chicago. 

Mr. Garrett’s successor at Chicago is 
to be announced later. 


Associated Auto Plans In N.J. 


Associated Indemnity, American af- 
filiate, has established a safe driver 
plan for New Jersey motorists that of- 
fers the careful driver a 25% dis- 
count. Motorists who qualify for the 
company’s auto policy and have had 
no chargeable accidents in the preced- 
ing year are eligible for the discount. 
The company stressed that this cov- 
erage will be written on the broad 
form family policy for a term of six 
months at 50% of the annual premium. 

Timber Mutual of River Falls, Wis., 
has been licensed in that state. The 
company offers landowners insurance 
on their standing timber against losses 
from forest fires. 


Tax Head In Reassurance 


On Convention Deductions 


Mortimer M. Caplin, Commissioner 
of Internal Revenue, has assured busi- 
ness men, trade associations and other 
groups that there is no reason for 
concern that expense deductions, par- 
ticularly for conventions or business 
meetings, are being disallowed because 
the activity takes place in a resort area. 

Mr. Caplin said that while his de- 
partment has intensified audits in the 
travel and entertainment expense area, 
there has been no change in the con- 
cept of what constitutes a deductible 
expense. Expenses clearly shown to be 
for business purpose will continue to 
be allowable under existing laws. 

The site of a meeting has not been 
the cause of any disallowances, al- 
though some were made to eliminate 
wives’ and childrens’ expenses, cost of 
side trips, and charges for vacations 
purported to be business trips. Lack of 
substantiation of expenses is another 
reason for disallowance, he said. 


Plate Glass Service Is Now 


Getting Assist From Cameras 


Globe Glass & Trim of Chicago has 
provided its plate glass service crews 
and surveyors with Polaroid cameras 
to take on-the-spot photographs when 
making surveys or_ replacements. 
Standard equipment with insurance 
adjusters and investigators, according 
to Globe it has introduced cameras in- 
to the plate glass field in Chicago to 
give underwriters an opportunity to 
see the risks that their companies in- 
sure and to give claim examiners a 
“look” at each loss. 


Chicago A&H Men Set Outing 
Chicago A&H Assn. will hold its 
annual golf outing Sept. 20 at Mo- 
hawk Country Club, Woodale, Ill. Fol- 
lowing a long standing custom, agen- 








CAROLINA INSURANCE GROUP 


P. O. BOX 2575 °* 


JACKSONVILLE 3, FLORIDA 


cies in the Chicagoland area will do- 
nate door and golf prizes. Minch 
Lewis, Combined of Chicago, is in 
charge of arrangements. 
Clarifies Nationwide Corp. Status 
Common Pleas Judge Holden at Co- 
lumbus has ruled that Nationwide 
Corp. can legally be the majority 
stockholder in the Brunson Bank & 
Trust Co. and Brunson Savings & 
Loan Co., in answer to a suit filed by 
former Superintendent of Insurance 
Arthur I. Vorys, challenging Nation- 
wide’s holding more than 25% of the 
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stock. Mr. Vorys contended that Na- 
tionwide Corp. was a subsidiary of the 
Nationwide Mutual and Nationwide 
Mutual Fire. He cited a statute which 
says that no domestic insurance com- 
pany or its subsidiary shall hold more 
than 25% of the outstanding bonds 
and stocks of any corporation. The 
Nationwide interests purchased con- 
trol of the two banks for $1,250,500 
from the estate of the late William 
Rindsfoos. Judge Holden said the Na- 
tionwide Corp. is not a subsidiary of 
the insurance firms, but an independ- 
ent corporation. 
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PENNSYLVANIA LUMBERMENS MUTUAL 
PLM Building « Philadelphia 7, Pa. 
Regional Offices in New York, Los Angeles, Chariotte, N.C., Phoenix, Ariz. 


An insurance company is strong when its strength derives from 
all G6 of these sources: its assets; its surplus; its underwriting 
judgment; a trained and happy home-office personnel; a loyal 
and satisfied body of local agents; and, last but not least, the 
confidence of its policyholders. All these PLM enjoys in abun- 
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We don’t have a market to 
insure a Swiss mountain 
climber—but we DO provide 
an inexhaustible market for 
your unusual . . . hazardous 
. . » hard-to-place risks .. . 
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HOMER BRAY SERVICE, INC. 
1633 Central Street 
Evanston, Illinois 
DAvis 8-9600 

SSSCHSHSOSESSSESECESOSEOEEOOOCOOOEOCE 
HOMER BRAY SERVICE, INC. 
1633 Central Street, Evanston, Illinois 
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mercial and industrial risks there is 
a similar trend. The advancement of 
| single company representation in the 
casualty business has been particularly 
evident during the last generation. 
While the trend has had less momen- 
tum in the property field, common 
sense economic and competitive rea- 
sons are bringing about a similar de- 
parture from _ traditional business 
practices. 

With these general thoughts under 
consideration, then, we present our 
views in terms of the agent, the cus- 
tomer and the company. 

The prime reason for the systematic 
reduction of multiple representation 
by agents is, of course, one of econo- 
mics. Multiple representation creates 
financial burdens intolerable to many 
agents. While it is difficult to say that 
cost increases are directly proportion- 
ate to the number of companies an 
agent represents, it is a certainty that 
multiple bookkeeping, accounting and 
other housekeeping expenses contri- 
bute a more than proportionate share 
| to the over-all expenses of an agent 
| representing many companies as com- 
pared to the agent affiliated with only 
a few. 


Must Choose Wisely 


Other difficulties, such as keeping 
current with the many rate changes, 
new filings, new advertising and sales 
promotion programs of companies pre- 
sent still more valid reasons for the 
reduction of multiple representation. 
| But, the fact can not be overlooked 
| that to many agents there is a point of 
| diminishing returns in the advantages 
| of reduction of companies represented. 
Many companies are unable to provide 
a facility for the great variety of 
larger risks that are offered by agents; 
the agent may also find market re- 
strictions existing within the compan- 
|ies he represents. However, these de- 
terrents are being overcome through 
proper selectivity—by choosing those 
companies that offer “across the board” 
facilities which are truly representa- 
tive of market demands. And as the 
trend toward underwriting freedom in- 
creases within company ranks, so will 
the trend toward singular representa- 
| tion increase within agency ranks. 

With regard to the customer—the 
| nation’s vast discretionary income mar- 
| ket place demands a full measure of 
value and service for each dollar it 
exchanges. The means of delivery for 
these two factors is properly left up to 
| the vendor. As far as the insurance 
business is concerned, the only avail- 
able means is to stress economy of 
operation—both at the company and 
agency level. 








Other Reasons 


During 1959 the four leading com- 
panies employing a direct selling tech- 
nique captured approximately 30% of 
the private passenger automobile mar- 
ket. In addition, these companies, 
through reduction in overhead and 
selectivity in risks were able to make 
a strong price appeal to buyers. There 
is no multiple representation among 
| direct writing organizations. Their suc- 
| cess can be attributed to the reduction 
of overhead expenses through the elim- 
ination of duplication of effort, and to 
a well organized, streamlined mer- 
chandising technique. 

With respect to the company—most 
of the $70 billion of life insurance pur- 
chases in 1959 were written by agents 
representing one company and, as was 
| mentioned above, about 30% of the 





See Agents With Fewer Companies 


country’s private passenger auto- 
mobile premiums were written by four 
direct writing companies. Obviously, 
these companies writing personal lines 
insurance consider single agency rep- 
resentation not as a prospect but as a 
highly desired reality. 

Finally, the current growth of com- 
pany surplus accounts means that re- 
tentions per risk in the booming com- 
mercial and industrial fields can be 
higher and that extensive reinsurance 
arrangements are becoming more 
fluid. Therefore the question of all 
lines capacity is becoming one of les- 
sening importance. 

The trend is definitely toward a 
reduction in multiple agency represen- 
tation in virtually all segments of the 
insurance business. 


American Raises Hauff 


American has promoted John R. 
Hauff from underwriting supervisor 
to marine manager at Indianapolis. 
He joined the company in 1955 as an 
underwriter at Chicago. He was ad- 
vanced to underwriting supervisor in 
1957 and transferred to Indianapolis 
in 1960. 

Prior to joining American, Mr. Hauff 
had been an underwriter for two years 
with Home. 


Kemper Policy To Pay 
Up To $800 A Month 


For Loss Of Income 


One of the highest monthly benefits 
ever offered under a guaranteed re- 
newable disability policy sold on an 
individual basis is being offered by 
Kemper in its golden commander A&S 
disability policy. 

The policy, part of Kemper group’s 
celebration of its 50th anniversary, 
will pay up to $800 a month for loss of 
income with lifetime benefits for ac- 
cident disability and sickness benefits 
up to age 65. It is designed to give 
long-term income security to business 
men at the executive earning level, 
including lawyers, doctors, engineers, 
accountants, etc. The policy is guar- 
anteed renewable to age 65. 

The top benefit of $800 a month 
may be obtained by a man whose gross 
income is $1,000 or more a month. 
However, the policy is available to all 
executives with an annual income of 
$6,000 and up, and benefits—in multi- 
ples of $100 a month—may go as high 
as 80% of gross earnings. For in- 
stance, a man with a gross income 
between $6,000 and $7,500 annually 
could purchase protection of $400 to 
$500 a month, and a man earning 
$7,500 to $9,000 could purchase $500 to 
$600 a month in protection. 

To fit almost any situation, the com- 
pany plans to sell golden commander 
policies under four plans, the waiting 
periods and sickness benefit periods 
of which will vary. Under each of 
the four plans, lifetime benefits will 
be paid for disability because of acci- 
dent. However, the duration of sick- 
ness benefits may be for two, five or 
10 years, or up to age 65 with a cor- 
responding difference in cost. The 
waiting period for benefits to start 
after disability occurs may be 30, 90, 
180 or 360 days. The policy will be 
available only to men between the 
ages of 18 and 59 years. Men in cer- 
tain occupations will not be written. 

Disability as a qualification for ben- 
efits is defined in two steps, allowing 
broad protection to the policyholder 
whose earning power in his chosen 


August 25, 1961 


field has been impaired. For the first 
24 months he is considered disabled 
if unable to perform any and every 
duty pertaining to his occupation. Af- 
ter 24 months, he still is considered 
disabled if unable to engage in any 
gainful occupation for which he is 
qualified or becomes qualified by 
reason of his education, training or 
experience. 


Reserve Of Chicago 
Has Good First Half 


Reserve of Chicago and its wholly 
owned subsidiaries, had, for the first 
half of 1961, net statutory earnings 
after federal income taxes of $251,136 
—which compared with $158,695 for 
the first six months of 1960. 

The six month pre-tax consolidated 
underwriting profit was $196,460, 
which compared with $162,027 for 
1960. Net investment income was 
$188,530. Consolidated premiums writ- 
ten before reinsurance were $7,058,548. 

Preferred of Grand Rapids has been 
licensed in Rhode Island. 
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Casualty Assn. Backs 
Off-The-Job Safety 


The accident prevention department 
of Assn. of Casualty & Surety Com- 
panies has published a booklet out- 
lining steps insurance companies may 
take to prevent off-the-job accidents. 
A recent study has revealed that 
nearly 70% of all accidental deaths 
and more than 50% of all injuries oc- 
cur away from the job. The resultant 
economic loss has been set at $3% 
billion, with industry bearing $500 
million. 

The booklet reports that a large 
portion of the losses resulting from 
accidents away from work are hidden 
or indirect. The full impact of such 
accidents is not readily recognized. 
They cause losses due to absenteeism, 
impaired employe efficiency, produc- 
tion lag, disruption of work schedules, 
and training of relief personnel. 

The following are laid down by the 
booklet as basic principles for an off- 
the-job safety program: 


—Provide a _ solid administrative 
foundation. 
—Maintain “continuous awareness” 
procedure. 


—Include a comprehensive 
of instruction in safe 
techniques and allied subjects. 

—Organize a community project as 
an adjunct to the program. 


Mechanic Sent To Prison 


For Fraudulent Claim 


John O. Erskine, a Los Angeles gar- 
age mechanic, has been sentenced to 
a term of one to 10 years in the state 
penitentiary for fraudulent claim ac- 
tivities. 

Assn. of Casualty & Surety Com- 
panies’ local claims bureau said that 
an alert company claims representa- 
tive noticed the almost identical dam- 
age supposedly suffered by two iden- 
tical cars. His company called in the 
claims bureau and investigation de- 
veloped that Erskine had made or 
caused to be made over 75 auto in- 
surance claims, mostly for material 
damage, in the Los Angeles area. 

His total known claims, the claims 
bureau reported, exceeded $25,000 and 
involved 25 different insurance com- 
panies. Erskine’s favorite stories in 
submitting claims were that deer on 
the highway forced him over em- 
bankments, or that the car slipped 
off a jack and rolled into a gully while 
a tire was being repaired. 

The investigation leading to the ar- 
rest of Erskine required a survey of 
claim files of almost every collision 
insurer in southern California. 
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Mutual Of Omaha Agents 
Elect Kershaw Assn. Head 


John F. Kershaw, general agent of 
Mutual Benefit H.&A. and United 
Benefit Life at Providence, R.I., was 
elected president of Eastern General 
Agents’ Assn. of the two companies 
at the annual meeting at Hershey, 
Pa. Mr. Kershaw succeeds Leo G. Mc- 
Manus, general agent at Pittsburgh. 


La. 1752 Club Elects 

Dykes Leabo, Millers Mutual, was 
elected president of Louisiana 1752 
Club at its meeting during the an- 
nual convention of Louisiana Assn. of 
Mutual Insurance Agents. Other new 
officers are Jack Noason, Andover 
companies, vice-president, and Jack 
Harder, Grain Dealers Mutual, secre- 
tary-treasurer. 
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Rate Increases Granted | 


The New York department has au- 
thorized Health Insurance Plan of 
Greater New York, the closed panel 
non-profit corporation, to increase 
rates up to 28% on conversion con- 
tracts and 27% on group enrollments. 
Conversion contracts cover persons 
who start with the plan on a group ba- 
sis but then elect to be insured indi- 
vidually. At the same time, the de- | 
partment turned down additional in- 
creases which were to be used in cre- 
ating a reserve fund for hospital fa- 
cility development. 

The revised rate increases incorpor- 
ate a suggestion by the department 
that the rating distinction between 
upper and lower income subscribers 
be abolished. 


Underwriters Salvage 


Opens Auto Department 


Underwriters Salvage of Chicago 
has opened an automobile department 
to handle constructive total loss ve- 
hicles, under the direction of Philip A. 
Farrington. The company will handle 
disposal of an automobile from the 
time the adjuster notifies it of the loss 
and location of the vehicle until final 
sale to the buyer. 


Joins New Hampshire 
As Colo. Special Agent 


Paul E. Thompson has joined New 
Hampshire group as special agent at 
Denver, in charge of Colorado, Wyom- 
ing and New Mexico. 

He was formerly with Colorado Fire 
Rating Bureau and has had more than 
10 years’ experience as inspector, field 
man and local agent in the Rocky 
Mountain region. 


Excelsior Half Is Good 


Excelsior realized an underwriting 
profit of $29,580 in the first half of 
1961. Investment income was $59,003 
and realized investment gain was 
$34,487. 

Ratio of losses and expenses to 
earned premiums was 56.3 and ratio 
of expenses to written premiums was 
43 compared with 47.4 and 40.4 for 
the same period last year. 

For the year ending June 30, 1961, 
assets rose 4% to $4,171,584. For the 
first half of 1961, the company earned 
57 cents a share against 90 cents in 
the same period last year. 


Penn Eastern Expands 


Penn Eastern Adjusters of Indiana, 
Pa., has opened two new offices, one 
at 1120 12th Avenue, Altoona, and one 
in the Swank Building, Joknstown, 
Pa. In addition it has moved its head 
office in Indiana to larger quarters at 
834 Philadelphia Street. The firm also 
has offices in Clearfield, State Col- 
lege, and Philadelphia. It is engaged 
in multiple line adjusting with speci- 
alization in auto damage appraisal. 


Brown & Sons Offer Helping Hand 

Two Swiss students have joined Geo. 
F. Brown & Sons, special risk under- 
writers, Chicago, as part of the ex- 
change training program sponsored by 
International Assn. of Students in Eco- 
nomics & Commerce. They are Hans- 
Jakob Furrer and Rene Luthy, both 
graduate business students. Also with 
the Brown organization is Khalid Aziz 
of Pakistan who is studying American 
methods before returning home to enter 
the insurance business. 


_MANOTHER SUCCESS!” 


reports Preston M. Bacon, The Bacon Co., Inc., 


St. Paul Agent, Newton, 


Kansas 


~ ST. PAUL 
BUDGAPLAN 


KEEPS 


ACCOUNTS 


FROM 


“It’s a fact—I’ve never lost an account 
that I had under the St. Paul Budga- 
plan. And it’s eliminated collection 
problems wherever I’ve used it! 

“‘What’s more, when people have their 
insurance set up on monthly payments 
like their utilities, they can afford a 
better insurance program. They pick 
up coverage they’ve never had before!” 
For policyholders, St. Paul’s Budga- 
plan is the simple, convenient, eco- 
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nomical monthly premium payment 
plan. 

And you, the agent, can add policies 
to the plan as they are issued. What’s 
more, there’s no monthly detail work: 
your name appears on all bills, but 
payment is made directly to the 
St. Paul. 

Get the complete story on profitable 
Budgaplan sales. Call or write your 
nearest St. Paul Office. 
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Describes Field Attorney's Handling Of Contract Bond Claims 


(CONTINUED FROM PAGE 6) 
their bids. The attorney should use 
this list to determine, by the close- 
ness of the bids, how accurate the 
contractor was in his price. Then the 
attorney should estimate what per- 
centage of the bid represented the 
contractor’s own costs. For instance, 
if he has subcontracted 50% of the 
work, and if another 10% of the bid 
is based on price commitments from 
suppliers, then there is only 40% of 


the price left to cover errors in es- 
timating necessary labor, amount of 
material and office overhead. 

The attorney should determine the 
work to be done by the subcontractors 
and that by the contractor, whether 
the subcontractor appears on the 
books as a creditor, how much direct 
labor was estimated for each item, 
whether such labor was entered on 
the bid compilation, and any other 
data that may be useful in evaluating 
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accuracy of the contractor’s estimate 
of the cost to complete work. Mr. 
Hume likes to get estimates of the 
completion price from at least three 
former bidders and from one who has 
not bid previously. 

He believes that keeping the job 
going is worth while, even though it 
may increase the difficulty of having 
other contractors evaluate completion 
cost. There may have been increases 
in wages or material prices since the 
original subcontracts were negotiated. 
In addition, once the job has been 
shut down, there is liable to be a costly 
period of poor production until tempo 
is reestablished. 

Mr. Hume advised field attorneys 
to take the lowest bid offered and 
compare it with the estimate to com- 
plete of the original contractor. If, 
after adding to the latter’s estimate 
a reasonable sum for error, it is still 
low, the attorney faces another prob- 
lem. The contractor’s supervisory per- 
sonnel will know he may not be able 
to continue in business. They will be 
inclined to look for other work and, 
until they find it, to protract the job. 
Mr. Hume suggested that the attor- 
ney can obviate this difficulty by of- 
fering a bonus for prompt completion, 
increased proportionately to the sav- 
ings over the estimated completion 
cost. 


Re-Letting Is Expensive 


Some sureties always re-let the un- 
completed work. Mr. Hume points out 
that though this is a safe route, it is 
also frequently expensive. Where pro- 
per investigation has been made, if it 
appears the interests of the surety 
will best be served by financing, he 
sees little excuse to increase a loss by 
obeying a general rule adopted be- 
cause of a previous loss following a 
determination to finance. 

If the attorney decides to recom- 
mend advancing funds for the con- 
tractor to complete work, the contrac- 
tor should be required to affirm any 
indemnities the attorney holds in con- 
sideration of advances arranged. In 
addition, the contractor should yield 
title to any assets he possesses as col- 
lateral security. Mr. Hume stresses 
the importance of taking these steps 
at the time when it is decided to com- 
plete construction. 

He said that if the surety is going 
to finance completion, it should pre- 
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serve the contractor’s facade of finan- 
cial respectability by opening a trust 
account and sending letters that direct 
that all job proceeds be sent for de- 
posit therein. Any funds on hand 
should be transferred to such account, 
as should proceeds of sale. Withdraw- 
als should be subject to countersigna- 
ture by representatives of the surety, 
but not identified as such. They 
should be restricted to direct job costs, 
plus properly attributable items of 
overhead. 


Re-Letting Procedures 


Assuming that it is decided to re- 
let, the attorney will have obtained 
bids from other contractors as pre- 
viously described. From his own re- 
view of the contractor’s estimated 
completion cost, he should have a 
basis for determining what a reason- 
able completion cost should be. The 
bidders will add to such cost a sum 
to cover contingencies, overhead and 
profit. The attorney should ascertain 
the average level of profit being 
earned by contractors in similar activ- 
ity in the area. 

In re-letting, Mr. Hume advised 
attorneys to weigh the advantages of 
a contract for direct cost, plus per- 
centages for overhead and _ profit, 
aaginst one for cost plus a fixed fee. 
In either case, he said, the attorney 
should insist on a guaranteed maxi- 
mum price. 

Whatever the method of re-letting 
may be, the proposal for completing 
the work should be sent to the owner 





Sw Legal Foundation 
To Hold Personal Injury 
Institute At Dallas 


Doctors and lawyers from six states 
will serve as lecturers at an institute 
on personal injury litigation to be pre- 
sented by Southwestern Legal Founda- 
tion at Dallas, Nov. 16-18. 

Topics slated for review are “Proof 
of Causation in Products Liability 
Cases,” Louis R. Frumer, vice-presi- 
dent-editorial Matthew Bender & Co., 
New York City; “Preparation for Trial 
and Presentation of Evidence of Prod- 
ucts Case,” Bernard Chazen, Hoboken, 
N. J.; “Practical Aspects of Defending 
Products Liability Cases,” George E. 
Bushnell Jr., Detroit, “Disfiguring In- 
jury,” Dr. Mark L. Lemmon, Dallas; 
“Cross Examination of the Medical 
Witness,” Newton Gresham, Houston. 

An explanation of various terms 
used in recording an examination of 
the musculo-skeletal system will be 
offered by Dr. C. F. Gregory, professor 
of orthopedic surgery at University of 
Texas southwestern medical school. 
Dr. Kemp Clark, chairman of the 
schools’ division of neurosurgery, will 
explain the various neurological terms 
employed in medical reports. 

Emile Z. Berman, New York City, 
will discuss applied psychology in 
trials, and report of the jury will be 
outlined by Jack Berry, Dallas, and 
Earl Coleman, Denton. Techniques in 
argument to the jury, taken from an 
actual argument to a jury on a given 
fact situation, will be presented by 
U. S. District Judge Ben C. Connally, 
Texas southern district. Francis H. 
Hare, Birmingham, will serve as at- 
torney for the plaintiff, and Josh H. 
Groce, San Antonio, will be attorney 
for the defendant. 

The conflict between fortuitous ad- 
versaries will be discussed by U. S. 
Circuit Judge John R. Brown, fifth 
circuit, and Norman E. Risjord, vice- 
president and general counsel Em- 
ployers Reinsurance, Kansas City. A 
question and answer period will follow 
each session. 
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with the original contractor’s letter of 
default and the attorney’s letter re- 
questing that the proposal be accepted 
by the owner upon agreement to pay 
any excess above the original con- 
tract price. 


Preserve Contractor’s Rights 


In every phase of surety claim 
handling, Mr. Hume said, the attorney 
must be vigilant in protecting and pre- 
serving the rights of the contractor 
against the owner. Often,the con- 
tractor’s costs have been increased be- 
cause he has had to do work not in- 
cluded in original specifications, has 
been delayed in performance, or has 
found conditions different from those 
represented in the invitation to bid. 
Field counsel should thoroughly in- 
vestigate such possibilities and, while 
the witnesses are at hand, make sure 
that proper evidence is obtained to 
support claims for additional compen- 
sation. 

Contractors have not been overly 
vigilant in requiring owners to live up 
to their obligations under construc- 
tion contracts, Mr. Hume § stated. 
Surety companies seeking to salvage 
a portion of their losses must pursue 
legitimate claims for additional com- 
pensation promptly and firmly. To 
support such claims it is essential that 
complete records be maintained both 
in the field and in the office, he said. 

Daily field records should indicate 
the weather, temperature, trades that 
were working, and the number of men 
employed in each aspect of construc- 
tion. Records should also include every 
contractor’s right to additional com- 
pensation. Each dispute with an in- 
spector or other representative of the 
owner should be carefully documen- 
ted if it results in the contractor’s do- 
ing work more than required by the 
original contract or in a manner more 
expensive than required by original 
specifications.When conditions mate- 
rially different from those contem- 
plated by the contract are encount- 
ered, immediate detailed records 
should be made including photographs 
where appropriate. When the time 
comes to file claims for extra com- 
pensation, such records will be indis- 
pensable, Mr. Hume said. 


Know Federal Procedures 


Since practically all construction 
work done forthe U. S. must be 
bonded, a working knowledge of fed- 
eral administrative procedures should 
be part of the field attorney’s equip- 
ment, he said. Considerable mate- 
rial on this subject is available to at- 
torneys to aid in overcoming initial 
inexperience. He suggested, for in- 
stance, that some decisions of the U. 


S. court of claims, in many cases the 
ultimate arbiter of the government’s 
obligation to pay additional compen- 
sation, will indicate the sort of claims 
that should be documented and 
pressed. 

Where the contractor is required 
to do work not contained in the con- 
tract, or in a manner more expensive 
than was contemplated by the original 
specifications, it should not be diffi- 
cult to prove a claim for additional 
costs when adequate records are avail- 
able. More difficulty may be encoun- 
tered in proving claims for “changed 
conditions,” Mr. Hume observed. If 
there is a latent physical condition at 
the site, materially different from that 
indicated in the contract documents, 
the contractor is entitled to the extra 
costs necessitated by the condition. 


Subsurface Conditions 


Usually, subsurface conditions are 
involved, resulting from erroneous in- 
formation based on inadequate drill- 
ing samples, or from inaccurate draw- 
ings, or from some other error. Where 
estimated quantities were given, Mr. 
Hume reported, a large discrepancy 
has of itself been held to constitute 
a changed condition. 

If an unknown physical condition 
is encountered, the contractor is en- 
titled to recover for his excess losses. 
However, it must be a condition that 
was unexpected and unusual, and 
most have been unknown to both con- 
tractor and owner. When such claims 
arise in connection with work for the 
U. S., provisions of the government 
contract require prompt notification 
of such conditions to the contracting 
officer, before they are distributed. 
Further, they require that no reim- 
bursement for such claims shall be al- 
lowed unless notice has been received 
prior to the time the alleged changed 
conditions have been altered or cor- 
rected. 

The preparation and presentation of 
claims for additional compensation 
may make the difference between a 
tolerable and a disastrous loss, Mr. 
Hume warned. Therefore the field at- 
torney should, early in his handling 
of the case, see that any previous 
claims for extras are thoroughly doc- 
umented and that careful daily rec- 
ords are kept to support any further 
claims for compensation. 


Berkshire Names Dolan 


Berkshire Mutual has named James 
E. Dolan field representative in Del- 
aware, Maryland, Pennsylvania and 
District of Columbia, with headquart- 
ers in New Castle, Del. Formerly he 
had been a special agent of Home at 
Wilmington, Del. 
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50 Years Serving The 50th State 


nae, <a ee 


Home of Hawaii celebrated its 50th year of operation by changing its name 
to First Ins. Co. of Hawaii. On hand to celebrate the occasion were, from left, 
Robert A. Matthew, vice-president Great American, San Francisco; E. A. 
O’Neill, president of the newly-named First Ins. Co.; Governor of Hawaii Wil- 
liam Quinn; W. E. Newcomb, president and chairman, Great American, New 
York, and Clement J. Smith, chairman American International Underwriters, 
San Francisco. 


Old Reliable agency of Elkhart, 
Ind., has purchased the Scott agency 
there from Minard A. Scott Jr., who 
is retiring from insurance. 





New Hampshire has appointed Paul 
E. Thompson special agent at Denver. 
He will be associated with James B. 
Chadwick, state agent. 
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Journal Analyzes Accident Proneness 


(CONTINUED FROM PAGE 17) 
having identity with constituent factors 
in accident-proneness. The myriad of 
variable and poorly understood factors, 
including the effects of weather, light, 
road conditions, driver’s lack of knowl- 
edge and inability to function reliably 
may be further compounded in com- 
plexity by psychological factors. It 
may be rewarding to give systematic 
attention to social patterns in this 
country which do not facilitate con- 
structive solutions in the problem area 
of the uninsured motorists, i.e. the in- 
ability to distinguish the uninsurable 
motorists from the financially irre- 
sponsible motorist. 


Classification Effectiveness 


David B. Houston, assistant profes- 
sor of insurance at the University of 
California, Los Angeles, discusses the 
effectiveness of rating classifications. 

One important problem in insurance 
is to determine satisfactory criteria 
for distinguishing among insured or 
groups of insured. Mr. Houston ex- 
amines the questions: How effective 
is the present rating classification and 
to what extent can effectiveness be 
increased by modifications in the clas- 
sification and to what extent can ef- 
fectiveness be increased by modifica- 
tions in the classificatory system. 

The actuarial purpose of a classifi- 
cation system is to distinguish among 
major variations in inherent hazard. 
Conceptually, the limiting case would 
involve setting up a class for each in- 
sured. While this would insure com- 
plete equity, it is economically un- 
feasible. He called attention to the fact 
that a test of the auto classification 
system including territorial and merit 
rating breakdowns showed among 
other things that the rating classifica- 
tions, including all of the variables, 
account for only 51% of the relative 
variation in inherent hazard. The ad- 
dition of merit rating adds very little 
to the effectiveness of the system. 


Result Of Randomness 


Mr. Houston concludes that varia- 
tion in the occurrence and size of 
losses is the result of randomness and 
inherent hazard. The inherent hazard 
for a group of insured may be des- 
cribed by a probability or frequency 
distribution with some defined means 
and variance. A classification system 
is effective to the extent that the var- 
iation in it approaches the variation 
in the inherent hazard distribution. 
The coefficient of variation is a simple 
and useful method for comparing the 
variation among the classes with the 
variation in the inherent hazard dis- 
tribution. 

The third part of OASI statistics as 
a source for insurance industry em- 
ployment research is contained in this 
issue. This study is by Theodore Ba- 
kerman, director of the bureau of re- 
search and _ associate professor at 
Duquesne University. 


Shows Useful Analyses 


The first two parts showed some of 
the useful analyses that can be un- 
dertaken by using the published data 
of the Bureau of Old-Age and Survi- 
vors Insurance. However, a potential 
for the development of much more 
useful information lies in the unpub- 
lished raw data of the bureau which 
must be collected as part of its normal 
operations, Mr. Bakerman points out. 

Part I of the series showed that 
wages in the insurance industry are 
in an extremely favorable position 
insofar as male four-quarter workers 


are concerned. These findings are 
borne out by the additional analysis 
that appears in the appendix to this 
paper. Part II treated employment 
mobility in this business. 


Still A Moot Point 


Whether the unpublished data of 
the bureau can be made available for 
analysis outside of that agency is still 
a moot point, Mr. Baker states in 
Part III of his study. However, the 
same purposes could be achieved by 
analysis by the bureau itself, with the 
results being made available. In either 
case, the work would require funds of 
a magnitude that is as yet undeter- 
mined. 

Mr. Bakerman’s idea is that a body 
of labor force information about long 
and intermediate, as well as_ short 
periods, could be built. A few of the 
types of studies that could be attem- 
ted, he writes, are: Dispersion of earn- 
ings in intervals above $8,400 (at pres- 
ent, there is a breakout of the class 
$8,400 and over); earnings by geo- 
graphic area; earnings by age, race 
and sex; and earnings patterns by in- 
dustry of previous attachment and 
industry of subsequent attachment. 

Also, patterns of individual progres- 
sion in earnings; earnings in the com- 
ponent parts of the insurers and 
agents, brokers and services indus- 
tries; movement of personnel from one 
segment of the insurance business to 
another; determinations of the other 
industries from which persons are at- 
tracted to the insurance industry; de- 
termination of the industries which 
attract those who leave the insurance 
industry; and differences in mobility 
in the component parts of the insurers 
and agents, brokers and services in- 
dustries. 


Financial Statements 


Grant Osborn, professor of Insur- 
ance at Arizona State University, 
writes about teaching students how to 
analyze financial statements. Most em- 
phasis is placed on use of the annual 
report to stockholders. These _ are 
available in sufficient numbers to per- 
mit each student the use of a copy. 
Such reports also contain explanatory 
and supplementary information which 
is helpful in understanding the opera- 
tions of the company. Analysis of a 
particular company increases interest 
in the topic. The annual statement 
filed with the insurance departments 
is examined and is used to supple- 
ment the annual report. 


Elect Topp At Kalamazoo 


Robert F. Topp has been elected 
president of Kalamazoo Assn. of In- 
surance Agents, succeeding J. B. Ma- 
her. Other new officers are: vice presi- 
dent, R. Baker Alexander; secretary, 
Andrew Meeusen; treasurer, Louis 
Anderson, director, David Field. Mr. 
Topp is the current “Man of the Year” 
chosen by the Kalamazoo Junior 
Chamber of Commrece. 


Holds Claim Adjusters Seminar 

Financial Fire & Casualty of Fort 
Lauderdale held its first claim adjust- 
ers seminar there. More than 50 in- 
dependent adjusting organizations 
were represented at the meeting, 
which featured such subjects as “Case 
Preparation,” “Fire Physical Inspec- 
tion,’ ‘Motor Vehicle Accident Re- 
ports,” and “Insurance Companies and 
Law Enforcement.” 
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Mabel Criss Gives 
Medical Center To 
Creighton University 


An impressive gift of undisclosed 
size has been made for erection of a 
new medical center at Creighton 
University of Omaha by Mrs. Mabel 
L. Criss, widow of Dr. C. C. Criss, 
founder of Mutual Benefit H.&A. Dr. 
Criss was a 1912 graduate of Creigh- 
ton University’s school of medicine. 

The gift was termed “by far the 
largest ever made to Creighton,” by 
the Very Rev. Carl M. Reinert, S. J., 
university president. 

Although. plans are still on the 
drawing boards, it is hoped that con- 
struction can begin sometime in 1962. 
The proposed site will be on the hill- 
top campus. 

The center will contain research and 
office facilities, an out-patient depart- 
ment, a classroom-laboratory building, 
and will also house the school of phar- 
macy. 


NW Mutual To Build 
New Raleigh Office 


Northwestern Mutual has unveiled 
plans for the construction of a new 
Raleigh headquarters building for its 
southeastern department. Jesse C. 
Barber, manager of the nine-state ter- 
ritory, stated that completion date will 
be in the spring of 1962. 

The 2.7 acre building site lies just 
within the northern rim of the city 
limits. The building will be 18,930 
square feet. It is bi-level to take ad- 
vantage of natural ground contour, 
but will appear as a one-story struc- 
ture from the highway. Ample park- 
ing space will be provided for em- 
ployes and agents. 


Zurich Reduces Oregon 
Auto Rates 10% 


Zurich has made a 10% reduction in 
rates for private passenger and com- 
mercial automobile policies in Oregon, 
effective Aug. 1. The reduction is ef- 
fective in all territories for liability 
and physical damage coverages. It is 
applicable to all standard form policies 
and all risk classifications, commer- 
cial as well as private passenger autos. 


Stand. Accident Promotes 


Standard Accident has promoted M. 
Beecher McKillop assistant collection 
manager. Mr. McKillop, formerly su- 
perintendent of the premium account- 
ing department, will now work direct- 
ly with E. E. Pritchard, collection 
manager. Mr. McKillop began his ca- 
reer with Standard Accident in 1928. 
He progressed through various posi- 
tions in the liability claim department 
of the home office and the Detroit 
branch. Since 1946 he has been asso- 
ciated with collection work and in 
1956 was appointed superintendent, 
the position he held until his recent 
promotion. 


Has Business Risk Package 

Rathbone, King & Seeley, multiple 
line general agents and surplus lines 
specialists at San Francisco, are offer- 
ing a business risk package de- 
veloped by American Star Ins. Co. 
The policy has three basic sections— 
comprehensive general liability, per- 
sonal and real property, and crime 
coverage. The producer may com- 
bine the various lines of insurance re- 
quired by any specific insured. Not of- 
fered are workmen’s compensation, un- 
employment compensation disability, 
and A&s. 
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More Emphasis On 
Local Ads Studied By 
Mich. Board Leaders 


LANSING—Newly__ elected __silocal 
board officers from throughout the 
state attended the annual instruction- 
al clinic during the past week at 
Michigan State University’s Kellogg 
Center. 

Forty-three local association offi- 
cers from 38 boards were present for 
the seminar at which the main in- 
structors were Waldo O. Hildebrand, 
secretary-manager, Michigan Assn. of 
Insurance Agents and his assistant, 
Jack Butterick. Other state officers 
in attendance included Stuart Doty, 
Grand Ledge, vice-president, and 
Robert Lapham, Dearborn, treasurer. 
President Loren Rogers was unable 
to attend because he had suffered a 
minor injury at a hunting camp near 
his Ontonagon home. He was reported 
recovering satisfactorily after suffer- 
ing a painful sprain. 

Several special projects and pro- 
grams were discussed in addition to 
the routine instruction in officer 
functions. Promotion of more localized 
advertising through the local associ- 
ations was given consideration, many 
of the officers in attendance favoring 
a program in which more subsidy 
would be given to advertising in the 
local press and on billboards, with 
somewhat less emphasis on national 
advertising. 

Another project which is to be pro- 
moted throughout the year, a new road 
service plan by Road Aid, was dis- 
cussed at length, particularly as to 
participation of local boards and their 
memberships. 


Industrial Indemnity Names 
Two Special Agents In Cal. 


John F. Houston has been named 
special agent for Industrial Indemnity 
at Los Angeles and Donald W. Newton 
has been appointed special agent at 
Pasadena. 

Mr. Houston has been at Sacramen- 
to for three years. Previously, he had 
been an underwriter in the Los Angeles 
and Sacramento divisions and in the 
home office property insurance de- 
partment at San Francisco. 

Mr. Newton joined Industrial In- 
demnity at Los Angeles in 1957. He 
became audit supervisor two years 
later and subsequently was an under- 
writer at Los Angeles and Pasadena. 


Sprinklers Get Credits 


From English Insurers 

A. London correspondent writes an- 
ent the article on page 2 of the June 
30 issue, entitled Clark Tells How To 
Avoid Difficulties By Properly Insur- 
ing U.S. Risks Abroad: 

Mr. Clark’s statement, that “in Eng- 
land local companies seldom sprinkle 
their plants, chiefly because the insur- 
ance market there does not recognize 
in rates the fire prevention advantage 
of sprinklers,” is not correct. Sprink- 
lers receive handsome discounts, de- 
pendent upon the efficiency of the in- 
stallation, off tariff rates, and non- 
tariff sprinklered risks are lower rated 
than similar non-sprinklered ones. 

Also, though certain automobile lia- 
bility policies do not have limits, gen- 
eral liability policies in England do, 
and the coverage is quite broad. 

J. E. Pike & Associates agency of 
Houston, has moved to the new Cen- 
tral National Bank Building at 2100 
Travis. 
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“My agent phoned- 
he’s on his way over” 





















































Not A DAY passes but hundreds of 
agents move into a situation such as 
that illustrated. As often as not they 
are able to say: “Yes, you're fully 
covered.” But it took selling and in- 
surance experience to provide the 
client with enough coverage of the 
right kind. 

Loss reports show why every busi- 
ness regardless of size needs coverage 
against crime losses. Not only against 
burglary, theft and holdup, but cover- 
age on money against destruction or 
disappearance, whether or not a crime 
is involved. 





























Only the Broad Form Storekeepers 
Policy wraps up all of this coverage 
for the small retail or service busi- 
ness—in a low-cost package. It’s a good 
buy for the storekeeper, easier for 
agents to sell, and we provide the 
pre-call mailings that point up the 
advantage of Grain Dealers’ protec- 
tion and savings. 

Our AGENCY PLAN will help quali- 
fied producers in meeting competition 
for business and personal lines where 
sales turn on better value—better 
service. Write the nearest office for de- 
tails. 
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FeNATIONAL UNDERWRITER 


Homeowners Seen As Maintenance Cover By Claims Experts 


(CONTINUED FROM PAGE 1) 

been having quite a headache with it, 
particularly claims men. As noted, one 
of the theories behind homeowners is 
the reduction in expense resulting from 
easier “handling.” Proponents of this 
advantage mean that it is less costly 
to underwrite the package than the 
separate components thereof. There is 
a reduction in paper work: Rating, 
accounting, filing and kindred detail. 

But, whether these blessings are true 
or not, one fact stands out: There is 
an avalanche of “handling” problems 
at the other end of the insurance pro- 
cess—claims. Moreover, claim expenses 
mount whether claims are paid or 
turned down. 

One veterans claims executive has 
put the basic homeowners problem in 


focus, in terms of an anecdote from 
his early experience in the business. 
He recalls that a friend suggested that 
insurance companies provide a policy 
that would take care of any and every 
contingency that could befall a home- 
owner. If the house needed painting, 
the insurer would see that it was done. 
If a new faucet were needed, the in- 
surer would see to it. Anything and 
everything would be taken care of 
from a new roof to a broken window. 
The insurer would be paid a premium 
sufficient to take care of everything. 

The claims executive says that at the 
time he thought his friend was “slight- 
ly touched in the head.” But now, the 
veteran observes, under the homeown- 
ers policy, companies are doing prac- 
tically everything that his friend sug- 
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gested, but without an adequate pre- 
mium. The friend, whom he regarded 
as a “nut,” turned out to be quite a 
prophet: The insurers are being nick- 
led and dimed to death, having as- 
sumed the conduct of a maintenance 
business under homeowners. 


Public Is Educated 


Claims men trace the claims con- 
sciousness of the public and the de- 
velopment of a maintenance business 
to acts of God as well as to mistakes 
of insurers. One claims man puts his 
finger on the 1938 hurricane in New 
England as the starting point of the 
saga. There was widespread wind dam- 
age, but the public had not extensively 
purchased coverage against this peril. 
Subsequently, the hurricanes of 1944 
and 1950 struck—and each time the 
public was made more aware of wind 
destruction and purchased coverage 
against it. 

By the time the big blows in 1954, 
1955 and 1960 came along, there were 
millions with extended coverage, aware 
of the opportunity to collect, both le- 
gitimately and otherwise. Moreover, 
they were abetted by third parties: 
Tradesmen in various repair fields, 
who had acquired an EC claims edu- 
cation much faster than the general 
public. 

The special interest of these roofers, 
carpenters, plumbers and others is 
synonymous with that of automobile 
repair men with respect to auto cov- 
erage. These tradesmen have _insti- 
gated or contributed to auto PHD 
claims build-ups beyond anyone’s pow- 
er to estimate. With regard to home- 
owners, the tradesmen have often 
made up for any deficiency of claims 
consciousness on the part of insured. 
The tradesmen’s attitude, at the time 
of a hurricane, seems to be that “it’s 
an ill wind that blows nobody good.” 
They make sure that they are the ones 
who will realize that good. And they 
don’t necessarily wait for official hur- 
ricanes to suggest to insured how they 
can jointly cash in on situations that 
can be attributed to wind or other 
justifiable causes. 


Steady Attrition 


Maintenance claims, like Ol’ Man 
River, just keep rolling along all year. 
In the winter, snow gets under ter- 
race flagstones, cement is broken away, 
the water freezes, and when the ter- 
race heaves up like a miniature rol- 
ler coaster, the adjuster is called in. 
The same type of loss occurs with 
respect to stoops. 

At any season, a rotted tree may 
crash through a roof or some other 
part of the house. It is amazing, claims 
men say, how often such losses are 
attributed to wind, by solid citizens 
who know or are told by helpful in- 
formants that they can collect under 
the policy that covers “everything.” 

Other maintenance losses are so com- 
monplace that a recital of them would 
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be boring. What they add up to is 
this: The insurer is looked upon as 
repair headquarters, a demeaning sta- 
tus for a business based on skilled 
underwriting. 

It is not only the payment of home- 
owners’ claims that is vexing insur- 
ers. Resisting claims due to misunder- 
standing of the policy is an activity 
calculated to keep any claims man 
busy enough to ryn up considerable 
expense. i 


Concentrate On Expense Paring 


As noted, companies are concentrat- 
ing today on expense paring in many 
areas of their activity. Their attempts 
are something like poking a finger in 
an air cushion to depress a bubble: It 
pops up elsewhere. One new expense 
locale is in the claims that are turned 
down after investigation and corres- 
pondence that sometimes fills whole 
file drawers. 

The problem of theft of unattended 
property in vehicles is a continuing 
source of irritation. One insured, with 
a $45,000 homeowners, paused at a 
turnpike restaurant while touring with 
his wife. They left the car for 15 
minutes. 

In the rear seat they left their dog. 
When they returned, they found the 
rear door partially open. The dog was 
still there, but missing were their suit- 
cases, an umbrella and the dog’s food 
supply. The items were valued at $125. 


Had Read Policy 


This insured had read his policy. In 
corresponding with the company after 
his claim was rejected following costly 
investigation, he said that he realized 
that the property must be attended, 
although the policy did not specify that 
the attendant must be “human.” In 
his opinion, his dog came closer to 
that category than some two legged 
creatures. 

Insured finally admitted that his pet 
was not qualified as a guardian of 
property, but he contended that there 
had been entry to his car, since the 
rear door was partially open. He and 
his wife had been riding in front, and 
left via the front doors for the restau- 
rant. The claim was turned down of 
course, since there must be forcible 
entry when all doors and windows are 
closed and locked. 


Costly Correspondence 


Colorful correspondence can be built 
up around claims of this type, but the 
accumulated “literature” written by 
claimants and claims men represents 
time consuming and expensive detail, 
the very thing companies vow they 
are intent on eliminating. 

; Another harassment claims men face 
is in differentiating between actual 
temporary residence in a summer abode 
and periodic visits thereto. Theft from 
such premises is only covered during 
times of actual residence. Claims men, 
of course, do not hold that insured 
must personally be on the premises at 
time of loss, but he must be tempor- 
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arily residing there, although he may 
be away purchasing groceries or on 
some other errand. In any case, pinning 
down the facts on such situations and 
explaining them to insured (and to 
some agents) would be a worthy chal- 
lenge to the FBI. 

Moreover, there are some insured, 
particularly retired persons with some 
means and plenty of time on their 
hands, who seem to make a hobby of 
corresponding with companies on the 
fascinating subject of claims, often 
those at their secondary residences, 
and on other subjects as well. They 
are by no means the only type of in- 
sured who feel they are “up” on home- 
owners coverage. 


Question Ads, Merchandising 


Claims men say it is remarkable 
how ma.iy persons are aware of their 
“rights” under homeowners. In looking 
for the cause of this often mistaken 
awareness, claims men invariably men- 
tion the advertising homeowners has 
had in practically all the leading na- 
tional publications, on TV and else- 
where. The gist of this advertising— 
couched in simple terms for layman’s 
understanding—is that the policy cov- 
ers “everything” and that it is cheaper 
than if the prospect bought all the 
components separately. The companies 
may not mean to convey that entire 
message literally, but nevertheless, 
that’s what the unsophisticated lay- 
man gathers from the ads, claims men 
believe. 

They also note that the personal 
sales presentations and techniques in 
pushing homeowners sales may be 
just as bad as or worse than the ad- 
vertising in promoting claims. 


Sees Direct Link 


A leading agent sees a direct link 
between present “open handed” sales 
presentations emphasizing homeown- 
ers benefits, and the promises made 
in connection with the PPF when that 
form first hit the market. This agent 
recalls that a company field man edu- 
cated him in PPF’s potentials, accom- 
panying the agent on calls to custo- 
mers. This field man was most expan- 
sive in his sales pitch to prospects, 
pointing out that although a sizable 
premium was involved, it was really 
a money saver, because insured had 
been bearing certain losses which he 
could now turn over to the company 
under the new “wonder” form. The 
field man even went as far as sug- 
gesting that small losses could be ac- 
cumulated and submitted when the 
total got to a respectable amount. 

There is only one interpretation pos- 
sible from that type of sales presen- 
tation: “Come and get it.’ The PPF 
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FieNATIONAL UNDERWRITER 


public did come in large numbers. 
Some claims men think that the same 
philosphy of largesse applied to home- 
owners advertising and sales presen- 
tations is likew =e producing claimants 
in droves. 

The liability and other features of 
homeowners are producing substantial 
claims, but claims experts seem to 
agree that the development of the pol- 
icy into a maintenance form is the 
crux of the problem. As for the cure, 
some advocate a $50 deductible without 
option to remove it at any price. Oth- 
ers say that this can be circumvented 
as in automobile. They lean to merit 
rating of homeowners. Regardless of 
remedies proposed, unrestrained war- 
fare now continues to obtain home- 
owners business at any price. A few 
companies that have not joined in the 
battle, but write the line cautiously, 
are still turning a profit on it but 
even they report that loss ratios have 
zoomed during this year. As for the 
cost of claims turned down, they make 
no comment. 


Montana Hail Board 
Braces For Worst Year 
In The Past Decade 


HELENA—Hail and drought com- 
bined apparently will give the Mon- 
tana Board of Hail Insurance its worst 
year in the past decade—but its $2.1 
million reserve fund won’t be affected. 

E. K. Bowman, board chairman, said 
he could not, at this time, give an ac- 
curate estimate of crop loss insurance 
that will be paid out—but it looks as 
if the total premium will be about 
$500,000. This would mean that none 
of the premiums would be returned. 
In good years, after the reserve fund 
has been built up, the board returns 
to farmers a portion of the premiums. 
The last year in which no premiums 
were returned was 1956. 

The percentage loss was quite high 
this year, Mr. Bowman noted. One 
reason given for this was thinner 
stands of wheat which are beaten 
down more easily by moderate hail 
than thick stands. 

Mr. Bowman also said not as many 
acres were insured this year as in 
1960 and the rate of cancellation was 
high. A reason for this was drought 
areas in which a crop did not mature 
and farmers dropped their insurance. 
The board has received up to 100 can- 
cellations, whereas in some years not 
a single cancellation has been re- 
ceived. 

The hail board made local headlines 
during the 1961 legislative session 
when it became the center of a con- 
troversy between Republicans and 
Democrats. A Republican attempt to 
transfer $1.5 million of the reserve 
fund into the general fund died in 
the house ways and means committee 
after arguments that the reserve fund 
was a trust fund and could not be 
transferred into general funds. A 
move to abolish the hail board itself 
was killed in the Democatic-controlled 
senate. 


London & Edinburgh Is 


Given Mass. Approval 


London & Edinburgh Ins. Co. of 
London has been placed on the ap- 
proved list to do surplus lines busi- 
ness in Massachusetts. Notice to that 
effect is being sent by the Massa- 
chusetts insurance department to 
brokers and special surplus brokers in 
the state. George J. Stewart of Stew- 
art, Smith & Co. is chairman of Lon- 
don & Edinburgh. 
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CONTINUALLY EXPLORING 
VAL 


@ Time is with us. The growing thirst for information fits our 
business perfectly. We not only attempt to keep pace with events and 
new ideas but far out-distance.them. Producers who foresee the grow- 
ing need of tomorrow’s professionalism demand the efficiencies so 
inherent in dealing with Bowes & Company. As a special risk firm, we 
are never satisfied with the usual. We have proven this in a thousand 
different ways. Time after time we have taken the initiative to cut the 
cloth to fit the perfect pattern— develop new and revolutionary forms 
of coverage for individuals, industry and commerce. If you have a par- 
ticular problem, seek imaginative underwriting and strong safeguard 
against competition, remember your best bet is Bowes & Company. 


Bowes & Company, Inc. 


135 SOUTH LASALLE STREET * CHICAGO 3 « ILLINOIS 
99 JOHN STREET » NEW YORK 38 * NEW YORK 





Lin-Burn, inc. 





Lin-Burn, Inc. was organized to assist producers throughout the 
United States in solving their Surplus Lines problems. Our staff? 
Experienced! Our markets? Excellent! Our service? Prompt! 


Our specialties include Malpractice on Hospitals and Nursing 
Homes, Flat Liability, Motor Truck Cargo—Primary or Excess, 
Parasol Coverage and Umbrella Liability. 


WRITE US FOR PROPOSAL FORMS! 





Lin-Burn, Inc. 
141 W. Jackson Blvd. 
WeEbster 9-3267 


Chicago 4, Ill. 
TWX-CG 589 
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HieNATIONAL UNDERWRITER 


Losses, Lower Rates Multiply Problems 


(CONTINUED FROM PAGE 10) 
premium schedules are only in the area 
of competition. To compensate even for 
these small concessions we have tight- 
ened our underwriting procedures 
and are much more selective. This 
we have done for continued financial 
security and to continue the consistent 
underwriting profits of our insurers. 

If the competitive war is continued 
with inadequate rates, someone is go- 
ing to get hurt. Then the federal gov- 
ernment will be asked by some to in- 
vestigate and perhaps we will have the 
first big step in federal regulation. 

The underwriting picture of the 
more popular coverages in multiple 
line companies is not bright and could 
easily get much worse before it im- 
proves. The management of our com- 
panies will continue to operate on a 
reasonable competitive basis only and 
with most selective underwriting. We 
will have black figures, but it won’t 
be easy. 


Promote File-And-Use Laws 


We belong to a national organization 
which is promoting the file-and-use- 
laws in the various states as opposed 
to prior approval. We can see no ad- 
vantage to the file-and-use procedure 
and very probably are part of a min- 
ority in the organization. No one has 
been able to prove to us that there 
can be any advantage to the larger 
companies file-and-use, and we believe 
that it would be very harmful to me- 
dium sized companies operating on a 
regional basis—to say nothing of the 
small one or two state companies. 

There are abuses of authority by 
some insurance commissioners. A few 
feel that they can act arbitrarily. Fur- 
ther it is claimed that politics are 
practiced more in state governments 
than in Washington. Then it is said 
that there is a lack of uniformity or 
consistency in the judgments and ad- 
ministrations of insurance comis- 
sioners. To this we will agree. 

But we still believe that most com- 
missioners are honest men and, while 


influenced to some extent by political 
considerations, that they should have 
the authority to study the figures and 
justification of any company which 
seeks to change classification, rules, 
and rate structures. If we can’t justify 
our rates in some manner, we should 
not be permitted to introduce them 
merely as a competitive measure. In- 
surance companies are financial insti- 
tutions with long term obligations to 
claimants and_ policyholders. Rate 
competition within safe confines is one 
thing. Ruinous rate competition with 
serious losses is another. 

We are ina period of insane com- 
petition. Profit and safety factors are 
being overlooked. The future for com- 
panies engaging in these competitive 
struggles must be determined by their 
managements. Unless we are favored 
with exceptional reductions in the 
numbers of losses and claims, figures 
are going to be red. To maintain even 
a reasonable competitive rate structure 
and black statement figures will re- 
quire the most selective underwriting. 


NAIIA Announces Changes 


In Member Organizations 


National Assn. of Independent In- 
surance Adjusters has announced the 
following changes: 

—Frontier Adjusters Inc., Phoenix, 
has been granted membership. The 
firm’s president is William J. Rocchio. 
It qualifies in the handling of auto, 
aviation, fire, compensation, casualty 
and inland marine claims and losses. 

—Scott Wetzel Co. (California divi- 
sion), located at Los Angeles under 
Executive Vice-president Benjamin 
Horton, has been accepted as a mem- 
ber. Mr. Horton, who has been trans- 
ferred from Louisville, retains his po- 
sitions as chairman of Horton, Haberlin 
& Wilson Inc. and Coons & Horton 
Ine. 

—wWith the resignation of Mr. Young, 
the partnership of Cadman & Young, 
Buffalo, has been reorganized to be- 
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insurance in Colo., D. C,, Il., Ind., Ky., Md., 
Mich., Ohio, Pa., Va. and West Va. 


National Mutual—Writing “Economy Plan In- 
surance.”” Automobile, Fire, Homeowners. The 
ideal plan for the price buyer wanting quality 
coverage on an easy pay plan. We do the paper 
work while you’re out selling! You sell in volume; we 
do the billing. You own the expirations. Openings for 
agents in Ind., Ky., 
> Va. National Mutual writes Fire, Homeowners, Inland Ma- 
rine and Personal Liability on annual and three year plan in 
Wisc. * Aggressive agency companies looking ahead, developing 
coverages to meet your market needs and helping to make 
more profit dollars for you. For facts on plans, coverages 
and commissions, write to: CELINA INSURANCE 
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come Cadman Adjusters Inc. 

—Insurance Claims Service, Charles- 
ton, S. C., has been approved for con- 
tinued membership under the owner- 
ship of the widow of itu former owner, 
Sam J. Enis. Mrs. Enis is a licensed 
adjuster. 

—John Roane Inc. of Baltimore and 
Scruggs & Spencer Insurance Adjust- 
ers of Roanoke have merged, retaining 
che Roanoke office and operating under 
the Roane name. This organization has 
recently purchased Tri-State Adjust- 
ment Co., Bristol, Va. 

—F. E. Tidwell & Co. of Pasadena 
has been absorbed by Brown Bros. Ad- 
justers. 

—NAIIA President H.B. Wellborn 
has opened a branch office at Jackson, 
Miss., under the management of Louis 
S. Bills Jr., president of Mississippi 
Claims Assn. 

—The Tucson office of Arizona Ad- 
justment Agency, under general man- 
ager F. L. Hunter, has moved into its 
own building there. 


Michigan Blue Cross 
Has New Major Medical 
Policy OK'd By Blackford 


Michigan Blue _ Cross-Blue-Shield 
has had its new “broad-spectrum” 
supplemental health care program ap- 
proved by Commissioner Blackford. 
The program is designed to reduce 
additional out-of-pocket expenses not 
now covered in the traditional basic 
health care program. It is optional and 
will be offered to groups requesting 
it in the near future. It includes, on 
a share-the-cost basis, such items as 
home-and-office calls, prescribed 
drugs, private duty nursing, out-of- 
hospital psychiatric care, and ambu- 
lance service. 

For the family in Michigan making 
$7,500 or less and enrolled in the 
basic comprehensive Blue Cross-Blue 
Shield M-75 plan, the cost is about 
10% more than the current rate for 
the basic program. Total rates will 
vary according to family and income 
status, but the new program will be 
available to everyone in a group. For 
the additional 10% in cost subscribers 
will receive up to a maximum of 
$50,000 worth of additional and ex- 
tended health care benefits. 

The new program will work like 
this: 

Extended To $30,000 


—Full service will continue on the 
basic Blue Cross-Blue Shield compre- 
hensive M-75 program, but will be ex- 
tended up to a maximum of $30,000 
worth of needed additional hospital 
days. The limit of the current basic 
contract is 120 days. 

—Supplemental benefits such as 
private duty nursing, home-and-office 
calls, prescribed drugs, out-of-hospital 
psychiatric care, artificial limbs, and 
ambulance service will be provided on 
a co-operative basis. That is, subscrib- 
ers will pay 20% of the cost of such 
health care expenses as drugs, home- 
and-office calls, and ambulance. They 
will pay 50% of the cost of private 
duty nursing and psychiatric care. 

—A deductible is provided; for ex- 
ample, a family with an income of 
less than $7,500 will pay $150 de- 
ductible, and an individual will pay 
$100 before additional benefits become 
available. After paying the deductible, 
a subscriber then becomes eligible for 
up to $20,000 in additional benefits. 
The total maximum extended and ad- 
ditional benefits could reach as much 
as $50,000. 
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Home Underwriting 
Off, Volume Rises 


Home’s underwriting loss at June 
30, 1961, was $9,591,401 compared with 
a loss of $3,849,937 at the same date 
last year. Investment income was 
$8,638,788, up from $8,229,535. Pre- 
miums written rose to $135,982,450 
from $132,771,043. Policyholders sur- 
plus increased to $309,773,344 from 
$286,484,522 at the end of 1960. In 
the first half of 1961, unearned pre- 
mium reserve rose by $7,840,880 to 
$239,712,838. 

Ratio of losses and expenses to 
earned premiums was 66.9 and ratio 
of other expenses to written premiums 
was 38.2 compared with 61.1 and 38.6 
in the first 1960 half. 

Assets at June 30, 1961 were 
$665,874,659, a rise of $30,576,056 from 
the end of 1960. 


Faulty Valve Causes $70,000 Blast 


A leak in a defective laboratory gas- 
cylinder valve was the cause of an 
explosion causing an estimated $70,- 
000 at Girdler Catalysts, Louisville, 
earlier this month. The leak had set 
off a warning alarm, giving employes 
time to evacuate before the explosion. 
For this reason, no one was injured 
in the blast, which was touched off 
when the escaping gas encountered a 
lighted propane gas burner, according 
to Robert Catlett, assistant fire de- 
partment chief. 

Financial Indemnity has been li- 
censed in Florida. 
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MORRELL P. TOTTEN & COMPANY, Inc. 


General Adjusters—All Lines 


ALASKA CALIFORNIA OREGON 
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Main State Court 


Cases Get To Jury 
In 13.3 Months 


The ninth annual report of Institute 
of Judicial Administration, New York 
University, shows that in the principle 
state courts of the U. S. it takes an av- 
erage of 13.3 months for a personal in- 
jury case to reach jury trial after the 
parties are “at issue.” This is defined 
as the time when the answer is filed. 
In previous years it was defined as the 
time when final pleadings on both 
sides had been filed and all prelimina- 
ry motions had been disposed of. 

The time is the longest in those areas 
of the greatest population. However, 
Cook County, IIl., in the circuit and su- 
perior courts, led the field with 64.9 
months from “at issue” to trial. The 
Nassau County, N. Y., supreme court 
was not far behind with 62 months. 
The supreme court of Westchester 
County, N. Y., took 51 months, and that 
in Suffolk County, N. Y., 50 months. 

Other courts in cities with a popula- 
tion of more than 500,000 were the su- 
perior court at Bridgeport, Conn., 
where the time was 35.8 months, 
Queens County, N. Y., 34, Hartford 
33.2 Pittsburgh 33, Philadelphia 30, 
and Cleveland 26 months. 


Wide Range 


In counties with more than 750,000 
population (30 jurisdictions reporting) 
the time averaged 22.6 months and 
ranged from two to 64.9 months. In 
counties with 500,000 to 750,000 popu- 
lation (36 jurisdictions) the average 
was 14.5 months with a range of three 
to 50 months. In counties under 500,- 
000 (51 jurisdictions), the average was 
6.9 with a range from 24 days to 24 
months, and at Portland, Ore., the time 
Syracuse, N. Y. 

Cincinnati was also low with two 
months, and at Portland, Ore. ,the time 
was three months. Spokane has 1.3, 
Salt Lake City two, Norfolk, Va., 1.5, 
and Memphis and Nashville four each. 
At Portland, Me., the time was two 
months. Alaska took six, Little Rock 
four, Jacksonville 3.5, and Tampa four. 


300 Attend Central Mutual 


Open House On Coast 


The Los Angeles staff of Central Mu- 
tual of Van Wert entertained 300 
agents and guests at a buffet luncheon 
during the formal opening of its new 
offices. The home office delegation was 
led by F. W. Purmort and included S. 
M. Waugaman, vice-president; C. F. 
Ross, secretary, and C. E. Tomlinson, 
treasurer. E. J. Raabe is resident vice- 
president at Los Angeles. 

Other officers on hand were H. L. 
Petrey, vice-president at San Francis- 
co, and J. D. Carter, secretary at Dallas. 
S. C. Roper, retired manager at Atlan- 
ta, also was present. 

The Los Angeles office of Central 
Mutual is at 611 South Shatto Place in 
a four-story building. It services the 
eight southern counties of California. 


Prepare Strategy For Fight 
On Compulsory In Oregon 


Oregon insurance men are organizing 
to oppose compulsory auto insurance. 
A preliminary initiative petition has 
been filed to get a proposal for compul- 
sory on the November ballot, with sup- 
port from organized labor. 

Some 200 insurance company repre- 
sentatives attended a special meeting 
to prepare opposition to the measure. 
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National Fire’s 
Net Income Off 
$1 Million In Halt 


National Fire group in the first half 
of 1961 had consolidated net income 
from operations of $75,989 compared 
with $1,053,380 for the first half of 
1960. Statutory underwriting loss was 
$2,343,293, compared with a loss of 
$1,254,209 in 1960. Written premiums 
on a consolidated basis amounted to 
$33,472,054, against $34,702,257 last 
year. The reduction is largely the re- 
sult of the refinement of certain high- 
cost business in several metropolitan 
areas. Combined underwriting ex- 
penses and taxes were reduced to 
40.6% of premiums written, from 
41.1% for the same period last year. 

Unearned premium _ reserve _in- 
creased $805,372 compared with an in- 
crease of $2,893,786 for the first six 
months of 1960. Net investment in- 
come for the first half was $2,430,613, 
up from $2,307,589. 

On June 30, surplus on a consoli- 
dated basis reached $84,271,837, a gain 
since Dec. 31, 1960, of $6,219,716. 


Kenilworth Of Chicago 
Begins Its Operations; 
Milton Law Is President 


Kenilworth Ins. Co., a Chicago stock 
company 


in June of this 
year, is now writ- 
ing policies in the 
marginal automo- 
bile risk field. 

The company, 
which has capital 
and surplus close 
to $400,000, plans 
to specialize in 
automobile lines, 
but will also write 
general liability, 
A&S and glass, 
The company con- 
templates being 
multiple line before the end of the 
year. 

Kenilworth will concentrate on the 
Cook County area, but will also write 
in those states allowing non-admitted 
surplus lines companies. 

President of the new company 1s 
Milton S. Law, a former organizer and 
executive vice-president of Interna- 
tional Automobile Insurance Exchange 
of Indianapolis, and now heading a 
general agency under his own name. 

Chester F. Mitchell Jr., Chicago at- 
torney, and formerly in the claims de- 
partments of American Casualty and 
Yellow Cab Co., is chairman and heads 
Kenilworth’s claims department. Cyril 
F. Stone, head of Stone Investment, 
Chicago, is vice-president; F. L. Don- 
oghue, vice-president Mainer & As- 
sociates, foreign business consultants, 
is treasurer; George H. White, secre- 
tary Brunswick Corp., is secretary, 
and Norman H. Liebling Chicago at- 
torney, and an officer of both Home 
Owners Mutual of Chicago and Cali- 
fornia Life, is assistant secretary. 


organized 


Milton S. Law 


Tax Proposals Dead 


It is reported from Washington that 
the proposal to change the taxation of 
mutual fire and casualty insurers is not 
apt to be acted upon at this session. 
The matter is in the hands of the 
House ways and means committee. 
Also, it is said, the proposal to repeal 
the allowance of 2% credit on A&S 
business of life companies is dead for 
this session. 


Fund Has First 
Half Net Profit 
Of $1.6 Million 


While operations in the first six 
months of this year produced a net 
profit of $1.6 million for Fireman’s 
Fund and its affiliates, earnings were 
reported at 86¢ per share, as com- 
pared with $1.98 for the same period 
last year. 

During the period, earned premiums 
advanced to $127 million over the $124 
million reported for the comparable 
period last year. An underwriting loss 
on the statutory basis of $6.1 million 
compared with a loss of $2.4 million a 
year ago. Income from investments 
was $7.7 million an increase of $225,- 
000 over 1960. 


Lumbermens Mutual Of O. 
Adds To Curchin’s Duties 


Alex B. Curchin, treasurer Lumber- 
mens Mutual of Mansfield, O., has been 
given the addition 
al duties of vice- 
president in charge 
of internal opera- 
tions. He also has 
been elected to the 
company’s man- 
agement commit- 
tee. 

Mr. Churchin 
joined Lumber- 
mens Mutualin 
1956 as comptrol- 
ler and was elect- 
ed assistant treas- 
urer in 1959 and treasurer in 1960. He 
was in the business for 12 years before 
joining Lumbermens Mutual. 





Alex B. Curchin 
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Volume, Earnings, 
Losses Rise In Half 
For Crum & Forster 


Operating earnings of Crum & Fors- 
ter group in the first six months were 
$1,150,316, compared with $3,228,443 
for the same period of 1960. Premi- 
ums written increased 4.03%, to $74,- 
770,077. The group’s statutory loss 
from underwriting was $3,993,543, 
compared with $1,623,933. The ratio of 
losses and loss expenses incurred to 
premiums earned was 63.21 compared 
with 58.59. The ratio of expenses and 
taxes incurred, excluding federal in- 
come taxes, to premiums written was 
40.32, against 40.19. Investment in- 
come was $5,364,598, up 5.73%. 

At June 30 assets of the group at 
insurance department values were 
$396,772,165, an increase of $21,601,- 
727. Contingency reserves, represent- 
ing the differences between the values 
of securities carried as assets on June 
30 market quotations, totaled $5,488,- 
332, a rise of $853,803. After increases 
of $2,104,135 in the loss reserves and 
$3,774,850 in the unearned premium 
reserves during the first six months, 
surplus was $203,964,081, an increase 
of $19,060,112. Policyholders surplus 
was $221,752,413. Extended coverage, 
homeowners and crop-hail classes were 
adversely affected by numerous hail 
and wind storms. 

James J. Ward, independent adjust- 
ing firm, has opened a new office at 
6820 Indian Creek Drive, Miami Beach. 
The organization also has offices in 
New York City, Suffern, N. Y., East 
Orange, N. J., and Fort Lauderdale. 
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Views Scare Techniques In Traffic 
Safety, Urges Positive Propaganda 


Scare techniques intended to raise a 
high degree of fear to improve driving 
may do more harm than good, James 
L. Malfetti, director of the safety re- 
search project of Teachers College, 
Columbia University, told a convention 
of New York State Automobile Assn. 

Informed opinion of traffic safety 
specialists and the findings of experi- 
mental psychological studies in related 
fields suggest that while these tech- 
niques are sometimes effective in 
creating public interest in safety, they 
are, as presently conceived, ineffective 
in improving the behavior of individual 
drivers. 

It is the opinion of these specialists 
that a scare campaign is a waste of 
money, time and effort, and that it 
draws attention from the real issue, 
Mr. Malfetti said. Campaigns rooted in 
fear give organizations and civic lead- 
ers an outlet for their interest in traf- 
fic. After participating, they feel they 
have played their part. They won’t 


take a role in a meaningful sequel. 

Perhaps the greatest danger lies in 
the theory that because they some- 
times favorably motivate civic groups, 
scare techniques will improve the be- 
havior of individual drivers, Mr. Mal- 
fetti said. He believes that these tech- 
niques have overworked the image of 
the homicidal maniac, an image with 
which the average driver will not 
identify. 

He pointed out that even if the 
driver is convinced of his potential 
guilt, his attitude will not be satis- 
factory. Guilt does not usually lead to 
constructive self-discipline. It leads to 
resentment of critics, avoidance of the 
guilt-producing situation, or submis- 
ive conformity. 

The scare propaganda, he continued, 
is intended to symbolize a situation 
which in reality produces strong pain 
and fear—an automobile accident. 
Once this pain-fear response is elicited, 
the subject will seek behavior which 
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Sales Manager 
Fire and Casualty Insurance 


@ Dynamic insurance company looking for ag- 
gressive, experienced Sales Manager to hire, 
supervise and instruct Special Agents in a 
wide geographical area. Also, develop and 
implement extensive policies and programs. 
Considerable internal and external contacts. 
Require seven to ten years experience selling 
fire and casualty insurance as Special Agent, 
or equivalent responsibility. Supervisory back- 
ground helpful. Request degree with emphasis 
on insurance. 

@ This is a growth position offering an opportu- 
nity to develop the type of sales force de- 
manded in a competitive enterprise. Excellent 
salary and potential, unusual benefits. Down- 
town Los Angeles location. 

Send complete resume, including salary re- 
quirements, to: 


Boxholder 
Box 2494 Terminal Annex 
Los Angeles 54, California 





iia acai 
LOCAL AGENCY OPPORTUNITY 


Wonderful opportunity for a young man with 
general insurance experience. Option for part 
ownership and eventually ownership. Volume 
$200,000 to $300,000. One man, two girl agency. 
Fast growing city of Cedar Rapids, lowa. Reply 
to A. C. Hoblitzell, President, L. H. Stubbs & 
Ce., Inc., 204 O.R. C. & B. Bldg., Cedar Rapids, 
lowa. 





— 





UNDERWRITER 
Excellent opportunity for qualified workmens 
compensation and casualty underwriter. Mini- 
mum 8 years experience desired, capable train- 
ing field force. Please furnish personal data and 
picture. Write Millers Mutual Insurance Assn., 
Box 317, Alton, Illinois. 








Sale or Lease 
CLEVELAND—WESTSIDE 
PRESTIGE OFFICE LOCATION 


2400 square feet of ground level—luxury living 

quarters or 1800 square feet on 2nd floor—brick 

building ample parking, also small warehouse. 
LAKEWOOD REALTY LA 1-5488 


17405 DETROIT LAKEWOOD, OHIO 








STATE AGENT 


Multiple Line Company seeks aggressive field 
man to manage Virginia field office. Opportu- 
nities unlimited for right man with productive 
ability. Our people know of this ad. Write in 
confidence to A-42, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 








FIRE AND CASUALTY ADMINISTRATOR 


President, general manager of auto specialty 
company thirteen years, now sold. CPCU, age 
43. Heaviest experience in sales, underwriting, 
but good background in all phases. Write A-44, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








CASUALTY UNDERWRITER 


Opportunity for young man. Minimum 2 years 
experience Workmen's compensation and gen- 
eral liability. Liberal company benefits. Chicago 
loop. Reply to A-45, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 








SPECIAL AGENT 


Multiple Line Mutual Agency Company inter- 
ested in experienced insurance man to travel 
the State of Nebraska. Territory well developed. 
Salary, employee benefits and working condi- 
tions excellent. Write A-46, National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 








AVAILABLE FOR ARIZONA 


Desire to relocate in Phoenix area. Fifteen years 
experience in agency operation and production. 
Background covers all phases of Fire, Casualty 
and Surety. Will invest. Age 41, family, college 
degree. Write A-48; National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 








WANTED — AGENCY 


Young, married college graduate desires to pur- 
chase a Fire & Casualty agency in Lansing, 
Michigan. Presently operating his own agency 
and desires a larger operation. Can pay cash 
or terms. Write A-49, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 








POSITION WANTED IN CANADA 


By Ohio Fire & Casualty agent with five 
years company claims experience. Age 34. 
College graduate. Extensive experience. 
Write A-50, National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Illinois. 





reduces its intensity. If the safe driv- 
ing behavior recommended in the 
propaganda does not reduce fear at 
this point, the driver tends to do 
whatever helped in the past. He might 
leave the frightening film, avoid the 
safety lecture, pay no attention to the 
poster, or at the extreme, stop driving. 

What is needed, Mr. Malfetti sug- 
gested, is a recommendation the sub- 
ject can act upon easily while experi- 
encing fear. Such a recommendation 
should be clear and simple. Vague ad- 
monitions to drive safely are probably 
worthless. In current scare techniques, 
specific recommendations are either 
vague or missing entirely, Mr. Malfetti 
said. Consequently, the driver does not 
know how to turn off the fear or escape 
from it and so learns nothing. 

He cited a classic study in dental 
hygiene for which a 15-minute il- 
lustrated lecture was prepared in 
three forms. Each contained the same 
information about tooth decay and the 
same series of recommendations on 
oral hygiene. They differed only in the 
amount of threat material. The strong 
appeal emphasized painful conse- 
quences of tooth decay, the moderate 
appeal put the same thing in milder 
words, and the minimal appeal rarely 
alluded to it. 


Strong Appeal Is Weakest 


Results indicated that there were no 
group differences in information test 
scores—all learned the recommended 
practices equally well. The strong- 
appeal group showed least conformity 
to these practices and the minimal- 
appeal group, the greatest. When, a 
week after the lectures, a statement 
was given counter to the lecture re- 
commendations, the minimal-appeal 
group was least influenced and the 
strong-appeal group most influenced. 

Other findings of the same study 
revealed that those exposed to strong 
fear worried most, and that the moder- 
ate group worried more than the min- 
imal. The more vividly the unpleasant 
aspects of a potential threat are de- 
scribed, Mr. Malfetti pointed out, the 
more emotional tension is evoked. He 
suggested that there is a danger of 
creating a fear psychosis of accident 
inevitability in certain drivers. 

Authorities at a recent symposium 
on shock propaganda drew a compari- 
son between the effects of public 
health propaganda on cancer, heart 
disease, etc., and those of traffic scare 
propaganda. They claimed that both 
induced an anxiety complex and that 
persons with traffic anxiety might be 
frightened into further accidents. This 
was particularly so if the scare tech- 
nique was not immediately supple- 
mented by positive advice on avoiding 
road accidents, Mr. Malfetti said. 

Those who might be afflicted with 
traffic anxiety should not be left in a 
void, he observed. They should be 
given specific instruction immediately. 
To avoid extreme reactions of anticip- 
atory anxiety in such people, it is wise 
to bring about awareness of the threat 
step-by-step. Shock and surprises are 
elements in care technique, so that 
step-by-step preparedness cannot be 
achieved. 

Another danger of strong-fear meth- 
ods is that accidents and not what 
caused them may be remembered. Mr. 
Malfetti was present at a showing of 
gory slides of accidents that could 
have been less injurious if seat belts 





COMP UNDERWRITER 

EXPERIENCED 
Needed in an aggressive mid-west multiple iine 
company. Production plans create this opening 
for an experienced underwriter who can accept 
responsibility and wants a career opportunity. 
2-4 years college, to age 40, salary open, Chicago 
location, excellent benefits. Write A-54, National 
pagrwrser Co., 175 W. Jackson Blvd., Chicago 
: nois. 








Special Agent 
Large stock agency group has opening for 
a man at Peoria with Multiple Line experi- 
ence. Excellent opportunity. Salary open. 
Write: A-57, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 
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Seaboard Surety To 
Use Branch Offices 


Ray Rosendahl Co. and Seaboard 
Surety have announced discontinuance 
of their exclusive agency relationship 
in California, effective in September. 
Western Casualty has appointed the 
Rosendahl Co. its exclusive California 
surety underwriting manager. 

Seaboard Surety will conduct its fu- 
ture California business through 
branch offices. 


Liberty Mutual Names 


Farwell Executive V-P 


Liberty Mutual has appointed Frank 
L. Farwell executive vice-president. 

Mr. Farwell, who has been vice- 
president and manager of the compa- 
ny’s New England division, will assist 
the president in his responsibilities for 
the general operation of both Liberty 
Mutual and Liberty Mutual Fire. 

Mr. Farwell joined the claims de- 
partment of the company in 1934 and 
later transferred to the financial de- 
partment. In 1947 he was appointed 
assistant treasurer. He was elected 
vice-president in 1959 and in 1960 was 
named New England division manag- 
er, the post he held until his new pro- 
motion. 


Worcester Mutual Fire has moved 
its home office to 440 Lincoln Street, 
Worcester. This is the headquarters 
of State Mutual Life with which the 
fire company has a managerial alli- 
ance. 





had been worn. Since then he has 
talked with about 20 people who were 
also there. Without exception, refer- 
ence was made to the gory nature of 
the slides, but there was no mention 
of seat belts. 

The effectiveness of the scare tech- 





nique may also depend in part on | 


audience appraisal of the communi- 
cator, he continued. If the communi- 
cator is uninformed, his predictions 
may be discounted. If he seems to be 
trying to manipulate emotion, he may 
get nowhere. The audience may react 
to exaggerated threat by disregarding 
the communicator as an extremist. 

Since arousal and alleviation of emo- 
tional tension are part of scare tech- 
niques, there is always the possibility 
of audience aggression or other unin- 
tended effects, Mr. Malfetti warned. 
Experiments confirm that when a com- 
municator arouses resentment by mak- 
ing statements regarded as offensive, 
the audience is poorly disposed toward 
what he is trying to do. 


What Price Fright? 


If he arouses anxiety unreduced by 
reassurances in either his material or 
his manner, the emotional hangover 
may spoil his chances to develop new 
habits. The individual may ward off 
subsequent exposures to the propa- 
ganda and try to avoid thinking or 
hearing about it ever again. 

Mr. Malfetti recommend immediate 


experimental studies of scare tech- | 
niques in traffic safety, so that if they | 


have value the conditions for exploit- 
ing it are made clear; and if they do 
not have value, that they be abandoned 
for more meaningful pursuits. He 
further suggests experimental studies 
in the use of positive emotional appeal 
as an influence on driving behavior. 

His research has convinced him that 
specialists in the human sciences have 
devoted little attention to the motiva- 
tional aspects of pleasant emotions, 
and no attention at all to the relation 
of these to driving. 
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Winners Of British, 
American Fellowships 


The 1961 American winner of the 
Anglo-American Fellowship, William 





W. P. Barrett 


B. R. Bu-rows 


P. Barrett of Albert Willcox & Co., 
New York agency and reinsurance in- 
termediary, will leave New York for 
London Sept. 3. The British winner of 
a similar fellowship, Brian R. Burrows 
of Edward Lumley & Sons, will begin 
his six weeks stay in the U. S. the 
latter part of September. 

The Anglo-American Fellowship is 
awarded annually by the school of 
Insurance Society of New York and is 
sponsored by Agency Managers Ltd. 
of New York. The British fellowship 
is administered by Corp. of Insurance 
Brokers and sponsored by B. D. Cooke 
& Partners Ltd., London. 

The American fellowship consists of 
a six weeks all expenses paid trip to 
England for a first hand study of the 
operations of the British reinsurance 
market. The British fellowship pro- 
vides six weeks for visiting the Amer- 
ican insurance market. 

The fellowship was established sev- 
eral years ago by Ben D. Cooke, presi- 
dent of Agency Managers and chair- 
man of Cooke & Partners, to encour- 
age a greater interest in and a better 
understanding of reinsurance problems 
and operations in American and Brit- 
ish markets. Candidates for the Amer- 
ican prize are students at the society’s 
school, 35 or under, judged by char- 
acter, an examination, and an essay 
on reinsurance. Criteria are established 
by the school, which selects the win- 
ner independently of the sponsor. In 
England the brokers’ group estab- 
lishes the criteria. 

Mr. Barrett was with Mendes & 
Mount, U. S. attorneys for London 





CADILLAC ASSOCIATES, INC. 
Insurance Division 

29 E. Madison Bidg. 

Chicage 2, Illinois 


@ As the country’s largest executive 
placement service, we can find a man 
the career opportunity of a lifetime. 


e@ Our national coverage puts us in 
touch with employers in any part of 
the country. 


@ Empleyers call on us in their search 
for EXECUTIVE Personnel. 


@ Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


@ CADILLAC is where more executives 
find their positions than any where 
in the world. 

H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 
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Lloyd’s, until 1960, when he joined 
Willcox & Co. Mr. Burrows is a broker 
at Lloyd’s. He joined Lumley & Sons 
10 years ago and in 1959 became its 
casualty broker for the firm’s Amer- 
ican department. 


Montana Agents Given 
Background On Issue 
Of No Prior Approval 


(CONTINUED FROM PAGE 4) 

with agency leaders before submitting 
the recommendations publicly. He said 
that was unfortunate. It was antici- 
pated that no rating bill of this type 
would be introduced in any state be- 
fore the local insurance people were 
fully briefed and a large degree of lo- 
cal support had been gained. However, 
the press of business conditions, studies 
and recommendations of some govern- 
mental units and the impatience of 
those in the business who felt the time 
had come to act made it impossible to 
go through this series of conferences. 

Mr. Williams said some public offi- 
cials in the insurance business argued 
that insurance has become identified 
as a social necessity and is close to 
the public utility classification. This 
comparison is made to justify the con- 
tention that filings should be subjected 
to detailed and open scrutiny prior to 
use. But, he pointed out, in the case of 
a public utility, regulatory agencies are 
almost always dealing with a monopo- 
listic enterprise and rates filed with 
the regulatory authority are the only 
rates which will be available to the 
public. No such comparison exists in 
insurance. There are countless compa- 
nies using their own forms and their 
own rates, and there is an increasingly 
common practice of member companies 
of rating bureaus using deviations on a 
wholesale basis or withdrawing from 
the rating bureau for certain classes. 
Often they ask the bureau to file spe- 
cial forms or rates on their behalf. The 
report of any insurance department in 
a filing state will reveal a record of lit- 
erally hundreds of thousands of filings 
in a single year. While many of them 
are minor and routine, Mr. Williams 
said, no commissioner can review them 
all to find out how minor or routine 
they may be. This gives conclusive 
support to the idea that the magnitude 
of competition in insurance makes it in 
no way comparable to the monopolistic 
and one-rate public utility, and to the 





New Procedure In Ky. 
On Municipal Tax Rules 


Commissioner Hockensmith of Ken- 
tucky has issued a bulletin to fire and 
casualty companies designed to simpli- 
fy the procedure of following regula- 
tions concerning municipal taxes. He 
notes that use of machine processing 
is at the back of the difficulty. 

Effective immediately, new proce- 
dures are adopted as follows: 

1. Provisions for municipal tax shall 
be included in all premiums in accord- 
ance with the municipal ordinances 
and company filings. 

2. Each original or new policy shall 
include a statement to the effect that 
premium includes a provision for mu- 
nicipal tax. This may be accomplished 
by typing, use of a stamp, sticker or 
other reasonable means, but it will be 
optional with the company as _ to 
whether the amount of the tax is spe- 
cifically shown on the policy. 

3. It will be optional with the com- 
panies as to whether continuation cer- 
tificates and renewal billings make ref- 
erence to provisions for the tax, but 
premiums charged shall include the 
tax. 


idea that any department is much 
more likely to do an effective job if it 
can concentrate on those form or rule 
or rate changes which obviously call 
for special attention. 

Many states permit a free flow of 
competition within a framework of 
sound financial operation, and the 
question has been raised why the Na- 
tional Board is trying to get general 
support for model bills. He explained 
that since 1943, the general problem of 
insurance regulation has had an aura 
of federal or national concern. The only 
practical way to approach such a situ- 
ation is to have a general or uniform 
set of principles to apply everywhere, 
and seeking endorsement of these prin- 
ciples by national organizations 
“seemed such a necessary course as to 
be beyond question.” 


Those who were from states where 
things are going along fairly well, de- 
spite the fact that their laws are con- 
trary to these principles, ask why they 
have to listen to all the arguments. Mr. 
Williams said it is valid to compare the 
situation in those states to kissing 
through a picket fence—it can be done 
but it is clumsy and not susceptible to 
full development of the potential. 
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43 
Security Group Has 
Good Half Results 


operations produced an underwriting 
profit of $152,524 in the first half of 
1961. Premiums written were $52,- 
381,898. Investment income, after pro- 
vision for preferred dividends, was 
$2,563,799. Net gain after taxes was 
$2,712,889, or $2.55 a share. 


Loss And Expense Ratio 


Combined loss and expense ratio 
for the first half of 1961 was 99.8. 
E. Clayton Gengras, president, noted 
that the expense ratio has been sub- 
stantially reduced. This will be re- 
flected still further in the last half 
of 1961, portending steady progress 
and improvement, he said. 


Joins Milwaukee Agency 

Alfred E. Felly, assistant manager 
Fidelity & Deposit at Milwaukee, has 
joined the Candee agency as secre- 
tary and treasurer. He will concen- 
trate in the contracting field. 
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PALMETTO BUILDING, 
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RESOURCEFUL 


We in General Re are RESOURCEFUL, too, in adapting our reinsurance 


services to meet the changing needs of each client. 
GENERAL 
REINSURANCE 
CORPORATION 


Largest American Market Dealing Exclusively In Reinsurance All Fire, Casualty, Accident and Sickness, Bonding and Marine Lines 


Midwestern Dept.: 101 WEST ELEVENTH STREET, KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD, LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL 1, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 














A bi 


suranc 
titled 
Princij 
critica 
manua 
effecti 
The 
“On 
suranc 
page 
dollar: 
“On 
mone} 
“On 
chang 
“On 
check 
the a’ 
than $ 
than $ 
“Pry 
the co 
“Co 
al 
as to 
mium 
the cr 
“Fi. 
clause 
covers 
pages 
to age 
“Tl 
crease 
gage | 
mand 
dimin 
“TV 
homex 
becau 
applic 
we 2 
this r 
is not 
who ] 
half a 
tion a 
the ir 
in jec 
liaiso! 
this s 
conse: 


N. ( 
Rat 


Cor 
lina ] 
in p 
rates, 


